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NAIC Meeting Offers Response To 
O’Mahoney Report, Future Inquiries 


By JOHN BURRIDGE 


The menace to state regulation em- 
anating from the Senate hearings on 
the insurance business largely influ- 
enced the directions taken and decis- 
ions made at the meeting of National 
Assn. of Insurance Commissioners last 
week in New York. A specific response 
to the activities of the Senate sub- 
committee on anti-trust and monopoly 
that has been headed by Sen. O’Ma- 
honey of Wyoming was contained in 
the presidential address of Sam N. 
Beery of Colorado, but the threat of 
further federal inquiry, future rough 
handling by the subcommittee staff, or 
even the possibility of an attempt by 
Congress to usurp some of the states’ 


authority was barely mentioned. That 
is not to say it was not a consideration 
in much of the discussion at committee 
meetings, and the prime example of 
this is the work of the commitee on 
unauthorized insurance, of which the 
chairman is Cyrus Magnusson of Min- 
nesota. It is known that when the Sen- 
ate subcommittee resumes its insurance 
hearings, surplus line laws and alien in- 
surers will have primary attention. It 
is felt by Donald P. McHugh, counsel 
of the subcommittee, that this is an 
area of weakness in insurance regula- 
tion and it may offer the opportunity 
for some headlines that the subcom- 
mittee has had difficulty getting. 

This time, however, NAIC does not 
intend to be caught from behind. Mr. 


Magnusson is preparing the fort for 
siege. He has had drafted a model sur- 
plus line bill and he has solicited and 
received numerous statements at length 
as to the desirability of a model law, 
the need for strengthening present reg- 
ulation of surplus line insurance, etc. 
At the present rate of activity, by the 
time Mr. McHugh gets around to ask- 
ing questions about surplus lines, NAIC 
will have a mountainous accumulation 
with which to confront him. 

Mr. Magnusson’s preparations can 
be said to be founded on the exper- 
ience of NAIC when the rate regula- 
tory system was under question and it 
was necessary to put a committee to- 
gether hurriedly so that the states 

(CONTINUED ON PAGE 34) 





Security Rebuts 
Nelson Allegations 
On Its Earnings 


E. Clayton Gengras, president of Se- 
curity-Connecticut, has issued a state- 
ment commenting on -the letter of J. 
Arthur Nelson, chairman of New Ams- 
terdam, to stockholders of the latter 


» company with regard to Security earn- 


ings for 1958 and 1959. Mr. Gengras 
charges that Mr. Nelson deliberately 
misrepresented the _ situation even 
though he had full knowledge of the 
basis for the figures. 

“The New Amsterdam management 
knew the figures to which it refers 
were adjusted earnings figures, com- 
puted in accordance with a formula 
approved by the New York insurance 
department,” Mr. Gengras’ statement 
charged. “In addition, the plan of 
exchange from which the figures were 
taken, made specific reference to Se- 
curity earnings, as reported to Securi- 
ty’s stockholders, so there would be no 
misunderstanding concerning the sig- 
nificance of the adjusted figures. Fur- 
ther, by letter dated Aug. 11, 1960, 
sent to each member of New Amster- 
dam’s board, attention was specifically 
called by Security to the fact that the 
method used in arriving at the adjusted 
net earnings figures produced a figure 
higher than the net earnings previous- 
ly reported to Security stockholders. 

“As further evidence of Mr. Nelson’s 
unwillingness to correctly report the 
facts to New Amsterdam’s stockholders, 
he had been informed by the New 
York department that a different meth- 
od of computation would be used by 
Security in arriving at the adjusted 
net earnings and that New Amsterdam 
and Home would be required to em- 
ploy the same method.” 

The foregoing information was in 
Mr. Nelson’s hands before he sent his 
letter to stockholders, Mr. Gengras 
charged. 

“Finally, the New Amsterdam state- 

(CONTINUED ON PAGE 4) 


Pollard Resigns NAIA 
Post: Mathews Raised 


William A. Pollard, executive secre- 
tary of National Assn. of Insurance 
Agents, has submitted his resignation 
effective Feb. 1, 1961, and it has been 
accepted by the executive committee. 

Porter Ellis, Dallas, NAIA president, 
said that the executive committee has 
appointed James R. Mathews assistant 
executive secretary. He will be in full 
charge of the New York headquarters. 

Mr. Mathews, with NAIA 15 years, 
is director of advertising and public 
relations and has also been editor of 
the American Agency Bulletin for a 
number of years, as well as _ staff 
secretary to many of the association’s 
committees. 


North America Unit 
To Test Procedures; 
Big Agency Involved 


North America has created a new 
agency affairs unit in its business de- 
velopment department under C. F. 
Littlepage, vice-president. The com- 
pany has also purchased a substantial 


interest in the Patterson, Bell & Crane | 


agency of Charleston, W. Va. Frank R. 
Bell Jr., executive vice-president of the 
agency, is joining North America after 
Jan. 1 to be associated with Mr. Little- 
page in the new unit. 

North America has set up the new 
operation to test both marketing oper- 
ations and office procedures at the 
agency level and to make the results 
available to its agents worldwide. 
Creation of the unit reflects the com- 
pany’s wish to provide the maximum 
assistance in attaining the joint goals 
of an independent company and inde- 
pendent agents. Many future North 
America projects will be tested in the 
Charleston agency. 

With the exception of Mr. Bell Jr., 
officers and employes of the agency 
will continue to operate it. Frank R. 


Bell Sr. will become chairman, and 
(CONTINUED ON PAGE 38) 


Ill Chief Tells NAIC 
Insurers Have Duty To 
Explain Rate Changes 


Insurance Information Institute is 
expected by its member organizations 
to handle for them dissemination of 
information to the public about rate 
filings in the various states, National 
Assn. of Insurance Commissioners was 
told last week by J. Carroll Bateman, 
general manager of III, who declared 
that the most effective way to educate 
the -public about the reasons for 
changes in insurance rates is for the 
commissioners and the industry sep- 
arately to communicate information 
“fully, frankly, and without censor- 
ship or restriction.” 

Mr. Bateman’s appearance was made 
before the meeting of the rates and 
rating organizations committee at New 
York. It was intended to be a statement 
of policy containing the message that 
III feels it has the right to make an- 
nouncements on rate changes with- 
out the advice and consent of an in- 
surance commissioner. 

“T think you will agree,” Mr. Bate- 
man said to the NAIC members, “a 


corporation or a business or industry 
. enjoys an inalienable constitu- 
(CONTINUED ON PAGE 39) 


Ad Agency Men 
On Stage At 
TAC Meeting 


Slides, Charts, Movies 
Used To Show Company 
Men Sales Techniques 


WASHINGTON—Ad@vertising agen- 
cy executives had the floor at the 
midyear meeting of Insurance Adver- 
tising Conference here. Eleven of the 
13 speakers and panelists were agency 
men directly involved in insurance 
company accounts. 

As might be expected, the speakers, 
being specialists in visual selling, made 
considerable use of slides, charts and 
sound pictures. Of special interest was 
the lead-off address of Carl Dueser, 
Wade Advertising, Chicago, who de- 
scribed and illustrated the events lead- 
ing up to the creation and carrying out 
of the “Mr. Za” advertising campaign 
of Zurich. 


“Coming Of Age” 


Program Chairman William J. 
O’Meara, Aetna Casualty, said that 
insurance advertising is coming of age 
and that “company management is 
beginning to realize that our product 
is a marketable commodity in the 
same sense as tangible products and * 
lends itself to many of the same mod- 
ern merchandising and marketing tech- 
niques.” 

Because the idea of insurance cover- 
age has already been sold to the public, 
“now we must further the concept of 
brand consciousness in our field and 
talk simply but eloquently about qual- 
ity versus price and about the services 
of the independent agent versus those 
of the direct writer.” 


Displays Calendar Insert 


Edwin J. Benedict, an account execu- 
tive for McCann-Marshalk, New York, 
advertising agency for Hartford Fire, 
showed the audience a “dummy” of 
the year end issue of the Saturday 
Evening Post which will contain eight 
calendar advertising pages in the form 
of removable insert bound into a cen- 
ter spread advertisement. This Hart- 
ford group advertisement, he said, is 
the largest advertisement ever placed 

(CONTINUED ON PAGE 39) 
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Lemmon Warns Of Legislative 


Action On Assigned Risk Front 


The problems of assigned risk and 
cancellation of policies are going to 
receive considera- 
ble attention in the 
various state legis- 
latures next year, 
Vestal Lemmon, 
general manager 
National Assn. of 
Independent In- 
surers, warned the 
annual Kansas 
City CPCU chapter 
all-industry lunch- 
eon. 

The Condon 
committee in New 
York has already held hearings regard- 
ing possible legislation restricting the 
right of companies to cancel policies, he 
said. An ill-considered bill in this area 
can strike right at the heart of the un- 
derwriting function. 

The Condon committee has asked: 
“Why do insurance companies cancel?” 
Aside from non-payment of premiums 
—the major cause of cancellation—the 
reasons for cancellation all turn on one 
relatively basic consideration: In the 
judgment of the insurance company, 
the risk is not adequately covered by 
the premium, Mr. Lemmon stated. 


Key Word Is “Judgment” 


The key word here is judgment. 
Whose judgment? The underwriter’s. 
There may be a hard mathematical 
base provided by the actuary where a 
distinct class is involved and where 
there has been sufficient experience 
with that class to form reasonably ac- 
curate predictions. Also, some com- 
panies may rely more heavily than 
others on the evaluation of the agent 
who writes the policies. 

But it is the underwriter who must 
make the final judgment. Is_ such 
judgment fair and equitable? Most of 
the controversy stems from this ques- 
tion, Mr. Lemmon suggested. 

On the one hand is a highly skilled 
underwriter deciding whether or not 
it is in the interests of his company 
and the public to insure a particular 
driver. 

On the other hand is another human 
being who simply wishes to drive a 
car. 


Survey Is Cited 


Recently, Pure Oil Co. and American 
Trucking Assn. set out to ask a typical 
group of drivers how they would rate 
their own driving ability. Ninety-eight 
per cent of the motorists classified 
themselves as either “one of the best 
on the road,” or “excellent” or “above 
average.” Only 2% felt they were 
average or below average, and then, 
only “a little below average.” One 
hundred per cent of those with previ- 
ous moving violations records con- 
sidered themselves above average. 

It follows, therefore, that almost any 
driver classed by an underwriter as 
below average—that is, as a bad risk— 
will feel such a judgment is unfair, Mr. 
Lemmon opined. 

And yet, there can be no statutory 
substitute for the freely-exercised 
judgment of the underwriter. The 
company must retain its right to util- 
ize this free judgment. Any statutory 
restrictions on this right will benefit 
only people generally classed as bad 
risks—including the careless driver, 
the delinquents, addicts, alcoholics, 
night crawlers, and mentally and 
physically unfit. 

Such restrictions 





Vestal Lemmon 


would hurt the 


vast majority of safe drivers, the 
speaker said. If a marginal driver, once 
accepted, later proves to be dangerous, 
and the company cannot cancel his 
policy, the cost of his bad experience 
eventually will tend to force an in- 
crease in rates of all voluntary policies 
in that class. Thus, the safe driver 
will be compelled to pay an even 
higher share of the damage done by 
dangerous drivers. 


New York Is Example 


In New York it is estimated that 
those drivers insured in the voluntary 
market—that is, some 93% of the car- 
owning population—would have to pay 
an addition $71 million a year in 
premiums if the experience of the 7% 
fringe now in the assigned risk were 
loaded into their rates. The New York 
experience furnishes ample proof of 
the veracity of underwriting judgment; 
and this may be demonstrated by a 
comparison of the claim frequency of 
assigned risks and ordinary risks. 

There never has been much argu- 
ment about the placement in the As- 
signed Risk Plan of drivers with tangi- 
ble bad accident records, Mr. Lemmon 
said. The argument centers more fre- 
quently around the driver who winds 
up as an assigned risk in spite of the 
fact that he has no past record of 
serious accidents or violations. In in- 
surance vernacular, he is often termed 
the “clean risk.” However, just how 
“clean” really is this risk? 

“The ordinary New York driver in- 
sured in the voluntary market had 

(CONTINUED ON PAGE 37) 


Jordan Of D. C. Takes 
Issue With O'Mahoney 


Superintendent Jordan of District 
of Columbia has advised the board of 
commissioners that the D. C. casualty 
rating act is a better regulatory ve- 
hicle than the model measure proposed 
by Sen. O’Mahoney. The latter’s bill 
would repeal the casualty rating act 
and the fire rating law. 

Mr. Jordan said that the present 
casualty act, which has operated suc- 
cessfully for more than 12 years, not 
only meets the objectives of the O‘Ma- 
honey proposal but contains a number 
of strong regulatory provisions not in- 
cluded in the suggested legislation. If 
the casualty act were extended to cover 
regulation of the fire business, not 
only would mandatory bureau mem- 
bership be eliminated but the oppor- 
tunity for competition, which Sen. 
O’Mahoney stresses, would be provided. 

Mr. Jordan noted that the casualty 
act permits direct filings and allows 
them to become effective immediately. 
He conceded that it does not regulate 
advisory organizations to the degree 
recommended in the O’Mahoney meas- 
ure, but noted that in 12 years this 
has not been disadvantageous. In any 
case, there is just as much authority 
under the present casualty law to halt 
offensive activity by advisory organiza- 
tions as is provided under the pro- 
posed bill. 

The latter measure, which is ex- 
pected to be introduced in the next 
Congress, will be referred to the Sen- 
ate’s D. C. committee of which Sen. 
Bible is chairman. He has asked the 
D. C. commissioner and the Washing- 
ton Board of Trade for their views on 
the bill. The trade group is meeting 
this week to discuss the measure. 


PERSONALIZED 
SERVICE , 
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N. H.-Ill. National 
Proposal Approved 
By N. H. Department 


Commissioner Knowlton of New 
Hampshire, after a hearing, has ap- 
proved the proposed acquisition of [I- 
linois National by New Hampshire as 
being “fair and reasonable.” Repre- 
sentatives of both companies attended 
the hearing. 

The basis of the offer of an exchange 
of stock is one an one-sixth shares of 
New Hampshire for each share of Il- 
linois National. The proposal is con- 
tingent upon an exchange of at least 
81% of the 60,000 shares of Illinois Na- 
tional outstanding. The offer will be 
made Dec. 12 to stockholders of the 
Illinois insurer by New Hampshire. 
The exchange agent is Springfield (IIl.) 
Marine Bank. 


NAIA Opposes D.C. 
Rate Bill As Model 


The executive committee of National 
Assn. of Insurance Agents at its meet- 
ing last week in New York expressed 
strong disapproval of Sen. O’Mahoney’s 
proposed rating bill for the District of 
Columbia. 

Following the winter meeting in 
New York of National Assn. of Insur- 
ance Commissioners, NAIA reviewed 
the findings of the Gerber subcom- 
mittee, the statement made on behalf 
of National Board and Assn. of Cas- 
ualty & Surety Companies, and the 
presentation of the NAIC committee on 
preservation of state regulation. 

After consideration of the forego- 
ing, the NAIA executive committee in- 
dicated opposition to statements by 
spokesmen for the O’Mahoney propo- 
sal to the effect that his bill would 
be a model for other states. NAIA 
holds that elimination of prior approv- 
al of rates, and the right of the filer 
to use any judgment rate would pro- 
voke ruinous competition and would 
be harmful to the public interest. 
Moreover, the O’Mahoney bill reduces 
to a minimum the power of commis- 
sioners to regulate, the executive com- 
mittee said. 

Porter Ellis, Dallas, NAIA president, 
paid tribute to the Gerber subcommit- 
tee and said it was significant that this 
group issued a report which defended 
the all-industry pattern of regulation. 
He said that the only significant varia- 
tion was that the fire and casualty 
rating bills should be combined in rec- 
ognition of multi-peril and package 
policy underwriting. 

Mr. Ellis maintained that the basic 
pattern of the all-industry bills adopted 
by NAIC in 1946 has served the pub- 
lic and the business well. State laws 
are not necessarily uniform because 
economic and geographic conditions 
differ, but with few exceptions, these 
laws are based on the all-industry pat- 
tern, he concluded. 


Gund Elected Chairman Of 
Illinois Lloyds Brokers 


Henry Gund, A. F. Shaw & Co., has 
been elected chairman of Assn. of 
Lloyds Brokers at Chicago. He suc- 
ceeds Cameron Brown of George F. 
Brown & Sons. Other officers are 
Frazier S. Wilson, Stewart, Smith 
(Ill.), vice-chairman; Norman Free- 
man, Rollins Burdick Hunter, treasurer; 
and William S. Haines, Safety & 
Claims Service, secretary. 

New directors are James F. Dore, 
Illinois Appleton & Cox; Louis F. 
Hawley, Newhouse & Hawley; and 
Mr. Gund. 
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“How I added °3,333 in extra 
premiums by losing an account 


by a Connecticut Insurance Agent 


“Sounds far-fetched, but it’s true! A funeral 
director client of mine moved into impressive new 
quarters and immediately attracted my competition. 
In fact, one competitive ‘package’ policy for funeral 
directors looked so good to him that he canceled 
me out. 


“That’s when I called in my friend, Jeff Donahue, 
Special Agent for The American at their Hartford 
Branch Office; we quickly set up an appointment 
with the insured. Together, we examined and com- 
pared all the coverages and exclusions of each policy. 


When we were finished, the insured could see for. 


himself that The American policy offered broader 
protection. He decided to reinstate it immediately. 


“As if that weren’t enough, a few days later this 
same client asked me to check over his fire policies, 
which were written by another agency. Again, I 
turned to Jeff Donahue. Our survey revealed that 
the insured, by complying with a few simple recom- 
mendations to reduce his potential fire exposures, 
could save himself 20% with The American. 

AUTOMOBILE - 


BONDS + BURGLARY - 


FIRE & ALLIED LINES - 


9? 


“As a result, he gave me all his fire business, 
amounting to $3,333 in extra premiums. Now I 
control the entire account, thanks to Jeff Donahue 
and The American.” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 


prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
. MORE 


you that The American means business. . 
BUSINESS FOR YOU. 





NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


GENERAL LIABILITY + GLASS 


GROUP ACCIDENT & HEALTH + INLAND & OCEAN MARINE + MULTIPLE PERIL « WORKMEN’S COMPENSATION 








Security Rebuts 
Nelson Allegations 
On Its Earnings 


(CONTINUED FROM PAGE 1) 

ment that Security had a deficit of 
3 cents a share in 1958 and had only 
earnings of $2.82 per share in 1959, is 
equally deceptive and false. Security’s 
true and actual earnings, as New 
Amsterdam management knows, are 
reflected in Security’s annual conven- 
tion form statement filed with every 
state insurance department, and dis- 
tributed to its stockholders, as well as 
to all insurance financial services. I 
would be glad to have any New Am- 
sterdam stockholder check the facts 
and determine for themselves who is 
misrepresenting the facts,’ Mr. Gen- 
gras stated. 

In a separate statement he said Se- 
curity is, and has been, willing at all 
times to furnish the stockholders of 
New Amsterdam with all appropriate 
information concerning the plan for 
proposed exchange of Security stock 
for New Amsterdam stock. Neverthe- 
less, the management and board of 
New Amsterdam have used every con- 
ceivable device to keep Security’s pro- 
posed offer from their stockholders, 
and their latest action is an attempt 
to restrain the Connecticut commis- 
sioner from holding a hearing on Se- 
curity’s exchange proposal. The hear- 
ing is primarily designed to protect the 
interests of New Amsterdam’s stock- 
holders by affording them an oppor- 
tunity to appear and be heard on Se- 
curity’s proposal, Mr. Gengras de- 
clared. 

On a complaint by New Amsterdam, 


FeNATIONAL UNDERWRITER 


Superior Court Judge MacDonald of 
New Haven issued an injunction pre- 
venting Commissioner Premo of Con- 
necticut from holding the Dec. 5 hear- 
ing sought by Security on its offer. 

Mr. Gengras said his firm will go 
into court this week with a motion to 
set aside the restraining order. Mr. 
Premo said he will join in this motion 
through the state attorney’s office. 

George F. Huber Sr., Wilmington, 
Del., a large New Amsterdam stock- 
holder, has opposed Home’s merger 
proposal and said he was joining with 
other stockholders to block it. 

He said he has filed suit in New 
York to gain access to New Amster- 
dam’s list of stockholders which he 
charged the company’s management 
had denied him. He claimed that his 
group controls close to 30% of New 
Amsterdam’s stock—14% in his own 
family. “It is clear to me, therefore, 
that the merger (with Home) will not 
receive the required two-thirds vote 
at the stockholders meeting next 
month,” Mr. Huber stated. 


Home Merger Vote Jan. 6 


New Amsterdam has sent to stock- 
holders notice of a special meeting to 
be held in New York Jan. 6 when 
its stockholders will be asked to vote 
on the proposal to merge with Home. 
The notice restates New Amsterdam 
management’s strong position in favor 
of this affiliation rather than one with 
Security and urges stockholders to 
approve the Home merger. 

Home has mailed to its stockholders 
notice of a meeting Jan. 11 at the head 
office in New York to vote on the 
proposed merger of New Amsterdam 
into that company on an exchange of 
one share of Home for 1.1 share of 
New Amsterdam. The meeting is con- 
tingent on approval of the proposal by 
the New York department. 





A number of our best Company clients 
are entering or expanding their opera- 
tions in Illinois. All companies are oper- 
ating on an entirely Multiple Line basis 
and are known throughout the industry 
for their progressive operations. These 
openings are highly recommended to 
men presently functioning in a super- 
visory capacity and ready to assume 
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$10,000 - $15,000 


Other listings include positions in Casualty-Fire-Life-A&H in all areas. Write for “HOW 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


management positions. These openings 
should be of interest to producers 
equipped to supervise their own staff. 

SPECIFICATIONS: Age range 25-45. Mini- 
mum four years experience required for 
supervisory openings; Minimum eight 
years for managerial. Companies are in- 
terested only in men that have acquired 
background with Direct Writing Companies. 


Chicago 6, Ill. 
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DLhrough Untroken Communication, 
Absolute Faith 
and 
“Person lo Ferson”’ 


Undeueriling 
Treaties - All Lines - Facultative 


H. M. HAMILTON & CO., INC. 


offices 


ATLANTA 
1401 Peachtree Street N.E. 
Phone TR 5-4247 
H. M. Hamilton, Jr. 


DALLAS 
3906 Lemmon Ave. 
Phone LA 6-7539 
Erie C. Patrick 





Status Of Coverage 
In Cuba Discussed 


Johnson & Higgins has written its 
clients that the status of insurance 
placed for clients whose Cuban 
branches have been nationalized is 
difficult to determine at this time. 
There is a great divergence of opinion 
on this subject. 

A number of insurers have been 
advised by counsel that the effect of 
the nationalization decree is to deprive 
insured of any insurable interest in 
the property covered. One group of 
insurers has written to policyholders 
advising of this and offering a refund 
of premium from the date of national- 
ization. Since the premiums were paid 
in pesos, any returns would be made 
in the same currency. Therefore, such 
refunds would be of no value to the 
policyholders in the U. S. 

According to J.&H., another large 
group of insurers has been informed 
that any return premiums would ke 
considered as part of the assets which 
have been confiscated and _ would, 
therefore, be payable to the Cuban 
government. Still other underwriters 
are of the opinion that in accordance 
with Cuban law and Cuban policy 
conditions, interest in the policies is 
transferred to the new owners, that is, 
Cuba. On the other hand, almost all 
insured believe that they have been 
illegally deprived of their properties, 
and some insured consider that their 
insurable interest continues. In all 
probability these conflicting opinions 
of insured and insurers can be resolved 
only by court decision. 

Written In Cuban Currency 

Almost all the policies were written 
in Cuba in Cuban currency. Should a 
loss occur, it is reasonable to assume 
that the government appointed man- 
ager of the confiscated property will 
report and settle it there with the 
insurers, which may also have been 
confiscated, Johnson & Higgins states. 
How equitable a settlement may be 
reached, how much of it will be paid, 
or what the loss recovery funds may 
be used for, are of course matters of 
conjecture. It is almost certain, how- 
ever, that the U. S. home office of a 
confiscated insurer will maintain that 
it has no responsibility for losses in 
Cuba from the date of nationalization 
of its operation there. This means that 
it will not send funds to Cuba should 
they be required for settlement of 
losses. Here again, litigation may be 
necessary to decide the validity of this 
position. £ 


Good Week For Defendants 
In Chicago, Win 8 Times 


Defendants of personal injury cases 
in Chicago courts last week won eight 
of 11 decisions as juries and judges 


- awarded only $25,500 to three success- 


ful plaintiffs. The figures, compiled 
by Cook County Jury Verdict Reporter, 
show that since Sept. 1, defendants 
have prevailed 78 times and plaintiff 
73 times, total damages awarded 
amounting to $1,332,591. 

Last week the highest award was 
$15,000 ,which is below the average of 
$18,250 that plaintiffs are getting in 
Chicago based on their 73 successes so 
far. 

The Reporter observed that the back- 
log in circuit and superior courts in 
Chicago in October was at a record 
65,312 cases. There are only 26 re- 
sident judges available to cope with 
42,000 civil filings arriving annually 
out of the five million population in 
Chicago. This is described as the most 
understaffed metropolitan court in the 
3. 5. 
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Mich. Holds WC Covers 
Breakdown From 


Assembly Line Stress 


LANSING—Michigan supreme court 
which in recent years has almost 
revolutionized the workmen’s compen- 
sation picture in this state through its 
liberal interpretations, has added men- 
tal breakdown from the stress of as- 
sembly line work to the list of com- 
pensable ailments. 

The latest decision involved one 
James Carter, who, while working at 
a General Motors gear and axle plant 
in Detroit, developed a nervous break- 
down. Assigned to remove burrs and 
grind out holes on a hubcap assembly 
line, Carter contended he could not do 
the work properly and he drew chid- 
ings from his foreman. Pressure of the 
job and of rebukes from his superiors 
induced a mental condition which 
hospitalized him for a month and 
which physicians diagnosed as para- 
noiac schizophrenia. 

Applying for compensation, Carter 
was awarded $863 for medical ex- 
pense and $36 weekly disability pay- 
ments. When the company refused to 
reinstate him as an employe he re- 
turned to his home in Kentucky. 

The state workmen’s compensation 
commission’s appeal board upheld the 
award made Carter and General Motors 
appealed to the high court. Justice 
Theodore Souris, author of the ma- 
jority (5-3) opinion, said that Carter 
should never have been employed in 
production line work and, since 
stresses of his job caused his mental 
aberration, he was entitled to compen- 
sation. 

Justice Harry F. Kelly noted in his 
dissent that Carter had suffered a 
life-long “personality disorder’ not at- 
tributable to his job. He said it was 
this innate defect rather than “that 
simple job” which caused his break- 
down. 


Wis. Department Seeks 
Receiver For Federal Mutual 
Casualty Of Milwaukee 


The Wisconsin department his week 
took Federal Mutual Casualty of Mil- 
waukee to court asking for a receiver- 
ship. 

For the first time in recent years, 
the department is seeking liquidation 
of a domestic company. It is charged 
that Federal Mutual Casualty, which 
reported a surplus of $302,586 as of Dec. 
31, 1959, by September had a deficit 
of $167,952. The company does an 
A&S business in Wisconsin, Michigan, 
Illinois and Minnesota. The Michigan 
department has suspended its license 
pending the outcome of the show cause 
hearing. Clarence A. Sholl is president 
of Federal Mutual Casualty, and his 
son, Lee W., is secretary-treasurer. 

In 1959, Federal Mutual Casualty, 
which was founded in 1905, showed 
assets of $1,218,537, a reduction of 
about $100,000 from the previous year; 
a surplus of $302,586, a reduction of 
$59,506 which compared with a gain 
of $65,486 the year before. Premiums 
earned were $2,507,944 and claims in- 
curred $1,660,155. The combined loss 
and expense ratio was 104.1. 


American Universal To 
Pay Stock Dividend 


American Universal has declared 4 
cash dividend of 30 cents a share and 4 
stock dividend of one share for each 
23 shares held. Both are payable Dec. 
16 to holders of record on Nov. 25. No 
fractional shares will be issued. Stock- 
holders will receive cash instead. 
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McDowell Raised To 
Loyalty Group V-P; 
Two Officers Retire 


George L. McDowell, a secretary of 
Loyalty group companies, has been 
advanced to vice-president of the com- 
panies. He will be in charge of the 
health and personal accident depart- 
ment, succeeding William Wollny, 
vice-president, who has retired after 
37 years as an A&S executive. 

Walter L. Markey, assistant treas- 
urer and assistant secretary of Loyalty 
group, also retired after 35 years with 
the group, primarily in investment 
work. 

Mr. McDowell joined Metropolitan 
Life in 1923 and went with Commer- 
cial Casualty as supervisor at Newark 
in 1928. He was advanced to assistant 
secretary of Commercial in 1943 and 
to secretary of all Loyalty companies 
in 1950. He was named secretary of 
Fidelity & Casualty on the affiliation 
of Loyalty and America Fore in 1957. 
He is a past president of New Jersey 
A&H Assn. 

Mr. Wollny joined Loyalty in 1923 
as superintendent of the A&H depart- 
ment of the old Metropolitan Casualty. 
He was named assistant secretary of 
that company in 1928, and of Com- 
mercial in 1931. He was named sec- 
retary of Commercial and Metropol- 
itan in 1945, 2nd vice-president in 
1958. He was named vice-president of 
F.&C. in 1958. 


Rusty Boiler Caused 
$500,000 Fla. Loss 


A loss estimated at $500,000 has re- 
sulted from a fire which damaged the 
processing plant of Lakeland Packing 
Co. at Lakeland, Fla. The building 
was owned by Atlantic Coast Line 
Railroad Co. and was leased by the 
Lakeland firm, one of the world’s 
largest shippers of fresh grapefruit. 

Coverage was handled through the 
King agency of Lakeland. Insurers on 
the risk were Home, Norwich Union, 
Hartford Fire, Safeguard and U.S.F.&G. 

Investigation has indicated that the 
fire originated in an old boiler. The 
hood of the stack of the boiler was 
found to be badly rusted, with con- 
siderable carbon deposit. 


American Casualty Grads 


Include Swiss Visitor 


Certificates of achievement were 
presented to 20 persons who completed 
the first fall and winter school held 
for agents of American Casualty. The 
class included 15 agents, four company 
trainees, and Emil Brauchlin of Ac- 
cident & Casualty of Winterthur, 
Switzerland, European affiliate of 
American Casualty. 

Mr. Brauchlin will study American 
insurance practices during the coming 
year. He will spend most of his time 
at the home office of American Casual- 
ty. 


Merchants Mutual Changes 


Alfred N. McLean, assistant secre- 
tary in charge of New England agents 
of Merchants Mutual of Buffalo, is re- 
tiring after 35 years with the company 
and is being succeeded by Earl L. 
Wagenbaur, who has been special agent 
in Connecticut. He will have head- 
quarters in Boston. 

Robert J. Gannon becomes special 
agent for Connecticut, assisted by Ray- 
mond F. Schonn, who has been with 
the company 11 years. 

Mr. Wagenbaur has been with the 
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company 36 years, first as field man in 
Massachusetts and New Hampshire and 
for more than 25 years in Connecticut. 


Reed Ends 40-Year Career 


Harold E. Reed, state agent of Phoe- 
nix of Hartford at Minneapolis has re- 
tired after more than 40 years in the 
business. He entered his father’s agen- 
cy in Aberdeen, S. D., in 1919. He 
joined Phoenix of Hartford in 1943 as 
special agent and was named state 
agent for Minnesota and Wisconsin in 
1951. 


Vaughan Raised 
By Aetna Casualty 


Aetna Casualty has appointed Don- 
ald G. Vaughan assistant vice-presi- 
dent, engineering department. 

After experience with the Safety 
Council of Springfield, Mass., Mr. 
Vaughan joined Aetna Casualty in 
1933. He was named assistant man- 
ager of the engineering department in 
1945, became manager and in 1954 was 
elected secretary. He is a former presi- 
dent of American Society of Safety 
Engineers and of its Connecticut Valley 


December 9, 1960 


Hartford Steam Boiler 
Opens Seattle Office 


The San Francisco branch of Hart- 
ford Steam Boiler has opened a service 
office in Seattle at 5507 White-Henry- 
Stuart Building. These staff appoint- 
ments have been made at the new 
office: R. P. Bailey, assistant manager; 
B. J. Lowman, assistant chief inspec- 
tor; and Miss Fern Fullmer, chief un- 
derwriter. 





chapter and is a director and past vice- 
president of National Safety Council. 
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Traditional Insurers And Agencies 
Need Army Of Active Merchandisers 


By JOHN N. COSGROVE 


More and more commentators are 
pinpointing the difference between the 
agent who ‘“merchandises” personal 
lines and the agent who prescribes 
coverage on a professional basis for 
commercial risks and sometimes for 
clients with more demanding personal 


protection problems. These compari- 
sons are sometimes made to empha- 
size that the exclusive agent is a mere 
merchandiser and the independent 
agent is or should be a pro. 
However, commentators on this sub- 
ject often recognize that even in the 
ranks of the independent agents there 
are many who are only merchandisers 





and others who are pros. These ob- 


servers maintain that one compensa- 
tion system won’t do for both types of 
independent agents. They have a point 
worth considering. Some agency com- 
panies have begun to attack this in- 
equity through profit sharing plans 
which in essence pay more for a better 
over-all agency job. 

But the question of merchandisers 
vs professional agents has a deeper 
significance and many implications 
that are seldom explored. Comparisons 
between types of producers often lead 
many in the traditional companies to 





Another step forward by The HOME...a Boiler and Machinery Insurance Department to 
help you close on more accounts—and help you open new doors! Right from the start, this new 
department is equipped to write every form of boiler and machinery insurance, including endorse- 
ments on consequential damage, outage, and use and occupancy as well. 


Staffed by experts with many years of background in boiler and machinery insurance underwrit- 
ing, sales and administration, the department will work closely with producers in risk analysis 
and development of protective programs to fit the insured’s needs. The department’s activities 
will be concentrated in the eastern United States at first, but the area served will be expanded 


as rapidly as possible. 


Since, in so many cases, boiler and machinery is a vital line, addition of this coverage is bound 
to help HOMEtown agents, both as a compelling door-opener and in total account selling as 
well. So when you think of boiler and machinery insurance, it makes good sense to think of 


The HOME! 


Fe HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Depart 


to open more doors... close more sales for you! 
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urge every independent agent to be- 
come a “professional”—meaning one 
who is able to cope with every con- 
ccivable coverage problem. 


The Real Battleground 


This is a laudable proposal on the 
surface, but it loses much of its gloss 
when it is realized that the competi- 
tive struggle in the business is now 
being fought on the personal lines bat- 
tleground. To hold their own or to 
win this battle, the traditional compa- 
nies need hordes of merchandisers who 
can sell a mass market without un- 
usual needs. The demand on this bat- 
tleground is for foot soldiers, not for 
strategists. That situation may not be 
to the liking of those who rightly 
commend the principle of professional 
insurance service, but it is a stark 
fact. 

This being so, the traditional com- 
panies which are trying to cling to the 
personal market might be better ad- 
vised to concentrate on advising pro- 
ducers to change the scope and func- 
tions of their agencies rather than on 
urging certain agents to “educate” 
themselves right out of the mass mar- 
ket. 

It would seem that companies 
should be planning to put down an 
agency plant wherein the preponder- 
ance of agencies would be staffed in 
depth to meet the needs of all insur- 
ance markets. The professionals in this 
type of agency would confine them- 
selves in the main to risk analysis on 
large accounts, to the sale of tailored 
coverage and to the innumerable as- 
pects of subsequent service on such 
risks. These professionals would also 
meet the needs of personal clients with 
high values—many of whom are turned 
up in the process of selling commer- 
cial business. 


Would Maintain Quality 


Meanwhile, the merchandisers in the 
agency—and they might well be 
younger recruits—could be turned loose 
on the mass market to sell the pack- 
ages which are appearing with in- 
creasing frequency. It is not suggested 
that these merchandisers should be 
slipshod performers. In fact they 
should have professional standards of 
their own in relation to their scope of 
operation, but they need not be pro- 
fessionals in the sense that the term 
is commonly used in the business. 

Naturally, these merchandisers would 
not be frozen in that capacity. In the 
course of time, some of them would 
learn more about complicated risks 
and eventually replace the agency pros 
who retire, and be replaced in turn by 
younger recruits. 

One way in which the younger mer- 
chandisers could work up to profes- 
sional status would be in selling and 
servicing smaller commercial accounts 
—particularly those for which package 
policies are being made increasingly 
available. 

The failure of enough agencies to 
adopt an operation in depth has led 
some companies to take matters into 
their own hands, especially in subur- 
ban areas where they have directly 
recruited and housed younger agents 
and have signed them to the tradi- 
tional agency contract, limited how- 
ever to representation of the one com- 
pany. This at least keeps personal 
business of the mass type within the 
agency system. Some of the young 
agents so recruited eventually open 
their own agencies, a privilege they 
have under the contract signed with 
the recruiting company. 

Another traditional company has 
made a two-pronged attack on the 

(CONTINUED ON PAGE 22 








Peirce To Headline 
AAUTI Annual At 
St. Louis, Dec. 28-29 


“Responsibilities of the Insurance 
Industry,” is the title of an address 
Frederic M. Peirce president General 
American Life, will give as luncheon 
speaker at the annual convention of 
American Assn. of University Teachers 
of Insurance, Dec. 28-29, at St. Louis. 

Following the traditional CPCU-CLU 
breakfast, the meeting gets under way 
with a panel entitled “Potential In- 
novations in Insurance Practices,” 
H. H. Irwin, Wayne University, chair- 
man. Papers will be presented by 
R. I. Mehr, University of Illinois, and 
Gordon R. Jordan, 1st vice-president 
and actuary Southland Life, “Variable 
Coverage,” and O. D. Dickerson, Florida 
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State University, and E. J. Faulkner, 
president Woodmen Accident & Life, 
“Programming Health Insurance Bene- 
fits.” 

Victor Gerdes, New York University, 
will be chairman for the next panel: 
“Application of the Theory of Market- 
ing Tangible Goods to Marketing of 
Insurance.” Speakers for this subject 
include Warren N. Cordell, vice-presi- 
dent A. C. Nielsen; Robert B. Miner, 
Ohio State University, and Raymond 
Johnson, vice-president New York 
Life. 

The first day’s luncheon will have 
as speaker the association’s president, 
J. Edward Hedges, Indiana University. 

“Changing Industrial Relations Con- 
cepts and Their Impact on Pensions 
and Group Insurance,’ W. T. Beadles, 
Illinois Wesleyan, chairman, will have 
as participants Jerome Pollack, pro- 
gram consultant social security de- 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All. 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


RAndolph 6-4060 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES... 
FLEXIBLE UNDERWRITING . . . REALISTIC RATING ... 
INDEPENDENT! 
SINGLE RISK REINSURANCE TO $2.000,000!!!! 


FELITY GENERAL | @ | INSURANCE COMPANY 


A STOCK COMPANY 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 







222 West Adams Street 
Chicago 6, Illinois 


REINSURANCE _ 
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E> BURNS inc. 
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SEATTLE, WASHINGTON 
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Fund Extends Excess 
Operation To East 


Fireman’s Fund has extended its 
excess and special risks operation to 
the eastern department and has ap- 
pointed Ross C. Cowan manager at 
New York in charge of the program. 

The company has been developing 
ths facility on the Pacific Coast since 
1955. 





Workers of 
T. Wermel, 


partment United Auto 
America, and Michael 
University of Hawaii. 

“Current Studies in Depth,” John F. 
Adams, Temple, chairman, will feature 
papers by C. Arthur Williams, Univer- 
sity of Pennsylvania, ‘““Workmen’s Com- 
pensation Insurance Company Ex- 
penses;” Archie Nichols, Butler Univer- 
sity, “Liquidation of Insurance Com- 
panies in Pennsylvania,’ and Stuart 
Schwarzschild, Georgia State College, 
“Creditor’s Rights in Life Insurance.” 

“Review of Current Research Pro- 
jects,’ Mr. Adams, chairman, will be 
held in the evening. Papers will be 
presented by Walter Williams, Indiana 
University, “Some Comments on the 
Problem of Measuring the Macro- 
Economic Implications of Health In- 
surance;” Mr. Dickerson, “Loss Distri- 
bution in Non-Life Insurance;”’ David 
B. Houston, UCLA, “Analyzing the Ef- 
fectiveness of Rating Systems;” Theo- 
dore Bakerman, Duquesne, “OASI 
Statistics—A Program for Industry 
Employment Research, Part III,” John 
Athearn, University of Florida, “Self- 
Insuring the Workmen’s Compensation 
Risk: A Case Study,” Burl Abel, Texas 
Tech, “Tools For the Recruitment of 
College Men for the Insurance Industry, 
Harold C. Krogh, University of Kansas, 
“Auto Insurance—Some Observations 
on the Uninsured Motorist and His 
Accident;” Harry Malisoff, Brooklyn 
College, “The Insurance Principle in 
Unemployment Compensation; Wil- 
liam Alrich, editor the Spectator, “All 
Line Insurance Groups,” and John D. 
Long, Indiana University, “Corporate 
Insurance Management.” 

“Teaching Techniques,’ David A. 
Ivry, University of Connecticut, chair- 
man, starts the second day off. Con- 
tr‘buting to this session will be James 
J. Chastain, Municipal University of 
Omaha, “Property Insurance Contract 
Analysis;” Wayne Snider, University 
of Pennsylvania, “Risk Management,” 
and Grant Osborn, Arizona State, 
“Analysis of Financial Statements.” 

“Insurance Problems of a Quantita- 
tive Nature,” Erwin A. Guamnitz, 
University of Wisconsin, chairman, 
will conclude the morning session. 
Robert A. Rennie, vice-president re- 
search Nationwide, will discuss “Mea- 
surement of Risk;” Ingolf H. Otto, New 
York University, “The Problem of 
Capacity,” and Mark R. Greene, Uni- 
versity of Oregon, “Mathematics and 
Insurance.” 

The Elizur Wright award will be 
announced at the luncheon, following 
which the business meeting will be 
held. 


Elect Darnall President 
Of W.Va. County Agents 


Fayette County (W.Va.) Assn. of 
Independent Insurance Agents has 
elected E. M. Darnall, Mt. Hope, presi- 
dent to succeed Rosser Long. Mrs. 
Catherine Hancock, Montgomery, is 
the new vice-president, and James 
Hess, Oak Hill, is secretary-treasurer. 

The association was presented with 
the Maryland Casualty silver plaque 
as the outstanding local board of the 
West Virginia association. 
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Bockhorst To Regional 
V-P Post Of State Farm 


State Farm Mutual has appointed 
Carl W. Bockhorst deputy regional 
vice-president at Springfield, Pa., suc- 
ceeding Arthur Brenneman, who now 
heads the Columbia, Mo., office. A 27- 
year veteran with the company, Mr. 
Bockhorst has been assistant vice-pres- 
ident of general claims at the home 
office since 1955. 

Also at Springfield, Eugene Day has 
been promoted to divisional claim su- 
perintendent from claim superintend- 
ent. 

Appointed at Salem, Ore., are James 
Edmondson, from underwriting unit 
supervisor to underwriting superin- 
tendent, and John Glascock, from un- 
derwriting superintendent to division 
manager. 

At the home office, Byron Heiser- 
man has been advanced from supply 
and communications supervisor to se- 
nior buyer, and Wendell Lewis from 
expense analysis specialist to assistant 
chief accountant-expense analysis, re- 
placing John Rybolt, who becomes 
methods and procedure specialist. 


Greater N. Y. Brokers 
Set For Dec. 13 Annual 


Greater New York Insurance Brokers 
Assn. will hold its annual meeting Dec. 
13 at the Sheraton-Atlantic Hotel. 
Julius S. Wikler, former superintendent 
and currently counsel to the New York 
joint legislative committee on rates and 
regulations, will officiate at the instal- 
lation of officers. 

The officers to be installed are 
Robert J. Kornstein, president, David 
D. Greif, Samuel Dimson and Walter 
Grasheim, vice-presidents; Maurice 
Loebel, treasurer, and Marshall Ruben- 
stein, recording secretary. 

The meeting will feature a panel 
discussion by directors of the associa- 
tion on such topics as protecting the 
brokers’ income, the automobile mar- 
ket dilemma, complaints against All- 
state advertising, and replacement of 
A&S accounts. 


Anding Named President 


Of American Marine Forum 


American Marine Insurance Forum 
at its annual meeting elected Clovis 
S. Anding, Atlantic Mutual, president 
to succeed Justin N. Tierney, Fire- 
man’s Fund. Other officers named are 
Walter G. Wells, Marine Office of 
America, vice-president; Russell A. 
Boeringer, American International 
Marine Agency, secretary, and David 
G. Hunt, Fireman’s Fund, treasurer. 

Named as directors were Benjamin 
T. Brooks Jr., Wm. H. McGee & Co.; 
Arthur E. Brunck, Home; Ward H. 
Chadwick, Royal-Globe; Carroll W. 
Dawson, American Hull Insurance 
Syndicate, and Mr. Tierney. 


Detroit Women Honor Bosses 

A “Bosses’ Night” dinner held by 
Insurance Women of Detroit was at- 
tended by 205 insurance men and 
women. Among the guests honored 
were W. O. Hildebrand, manager of 
Michigan Assn. of Insurance Agents; 
Mrs. Frances Schneider, director of 
region IV of National Assn. of Insur- 
ance Women; and Mesdames June 
Engebretson and Betty Berente, pres- 
idents of the Pontiac, Mich., and To- 
ledo women’s associations. 


North America will sponsor the 
Christmas Eve “Sing with Bing” pro- 
gram on CBS radio for the sixth con- 
secutive year. 
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Census Method Advocated For Making 
Auto, HO Rates Simpler, Less Costly 


One of the tenets of insurance rate 
making is that statistics should be 
developed on the broadest possible 
base, L. H. Longley-Cook, actuary of 
North America, told the annual meet- 
ing in Washington of Casualty Actuari- 
al Society. He discussed the applica- 
tion of the “census method” to the 
analysis of casualty-property insurance 
statistics for rate making. 

With simple classification systems 
and rating plans common to all com- 
panies, over-all adequacy of premium 
was assured and companies could vie 
with each other to persuade agents to 
give them a larger share of the better 
business. 

However, Mr. Longley-Cook pointed 
out, this form of competition is being 
rapidly replaced by competition at the 
customer level. Rating plans are de- 
vised by individual companies to at- 
tract good business by offering lower 
rates where they can be justified. 

The development of these new rating 
plans requires many skills, not the 
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An under-insured client would 
be an unhappy client should a sizable loss 
occur. So would a client who finds he has 
been paying for more insurance than he 


can collect. And unhappy clients tend to 
shop around. 

You can do much to prevent either un- 
der-insurance or over-insurance—and keep 
clients happy—by recommending an up- 
to-date appraisal of their physical assets. 


For 63 years The American Appraisal 


Company has been the leader in the field 

of property valuation. Our carefully docu- | 
mented reports present facts that stand in- | 
vestigation...offer an objective basis for | 


securing adequate insurance. 
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least being the determination of the 
correct rate levels for new benefits and 
classification groups. The actuary has 
had to develop many new techniques 
and abandon some old tenets to solve 
these problems. The “broadest possible 
base” serves no purpose here except 
as a bench mark. The development of 
good rate indications from compara- 
tively small bodies of data is a chal- 
lenging problem. One facet of it is the 
rapid and convenient analysis of data 
with numerous classification break- 
downs. 

He said that adoption of the census 
method for statistical analysis for rate 
making and research should have these 
advantages: 

—Considerable simplification of the 
analysis of data wih complex classi- 
fication systems. 

—tThe statistical file would no longer 
be required for companies maintaining 
a detail in-force file for policy writing 
and billing. 

—No calculation of earned exposures 
or earned premiums by classification 
would be needed. 

—tThe statistical coding and detail 
key punching of endorsements could 
be completely eliminated for practical- 
ly all lines of business. 

—For bureau reports no classifica- 
tion of business by term or calendar 
quarter would be required. (Term 
would be required where the _ loss 
ratio method is employed.) 


Greater Accuracy 


—Greater accuracy would result 
where a detail in-force file is used for 
statistical work. 

—The consequent reduction in key 
punching and processing of statistical 
data should save the insurance busi- 
ness many millions of dollars. 

The problem of analyzing rate mak- 
ing data must be viewed against the 
background of recent developments, he 
said. Consider private passenger auto- 
mobile insurance written by a member 
or subscriber of National Bureau. This 
business provides an excellent example 
of the problem of numerous classifica- 
tion breakdowns. There are classifica- 
tions by state, territory within the 
state, type of automobile, use of auto- 
mobile, age of automobile, age and sex 
of driver, type of coverage, liability 
limits and merit rating class. For very 
many years studies of automobile and 
practically all other classes of casualty 
insurance were made by the policy 
year method. For each classification 
all policies issued in a particular year, 
say 1950, were investigated from the 
date of issue of the policy to the sub- 
sequent policy anniversary, the losses 
arising from accidents occurring in the 
policy year being compared with the 
number of cars exposed to risk of loss. 

Since for some policies in the 1950 
experience the period of investigation 
will begin on Jan. 1, 1950, and end on 
Jan. 1, 1951, while for some other 
policies it will begin as late as Dec. 31, 
1950, and end on Dec. 31, 1951, the 1950 
experience cannot be developed until 
some time in 1952. 


Calendar-Accident Year 


In recent years it has been found 
that the length of time needed to 
develop loss data and the difficulty in 
interpreting trends, because a_ loss 
occurring in 1951 may belong to either 
policy year 1950 or 1951, were not 
acceptable and a different method 
known as the calendar-accident year 


method has been generally substituted. 
Under the calendar-accident year 
method the losses arising out of ac- 
cidents occurring in any calendar year 
are compared with the “earned ex- 
posure” in the calendar year. If a 
policy insuring a single car is affected 
on Aug. 1, 1960, it will have five months 
exposure to accident, or five-twelfths 
earned exposure in 1960. 

Each company reports its writings 
and exposures quarterly to National 
Bureau by classification and term. For 
every canceled policy each company 
must calculate the individual unearned 
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OFFSHORE OIL 
INSURANCE 


From the top of the rig to 
the bottom of the hole, offshore 
oil drilling and production calls 
for experienced specialists — no 
in the area of 
coverage than in any other. 
Southern Marine has specialized 
in arranging proper coverage 
for insurance agents and brokers 
on offshore drilling and produc- 
tion equipment since the earliest 
days of offshore exploration, 
and we know how much prompt 
and proper servicing of losses 
can mean to your clients, the 
oil men. 


exposure. The method used by Na- 
tional Bureau makes no allowance for 
uneven distribution of writings over 
each quarter of a year, does not handle 
cancellations in a strictly correct man- 
ner, and leaves to the companies the 
calculation of individual unearned ex- 
posures for canceled policies. 

This is a complicated and expensive 
procedure for developing earned ex- 
posures, Mr. Longley-Cook commented. 
The only recent simplification is the 
exclusion from the reporting instruc- 
tions of endorsements subsequent to 

(CONTINUED ON PAGE 
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Let us tell you about our 
specialized market and facilities 
located in the hub of the oil 
industry in the Western Hem- 
isphere. 
Southern Marine’s service how 
well it works for the insured. 
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Comparisons Often Overlook Realities 


E. B. Berkeley, president of Cleve- 
land Insurance Agency, writes to point 
out that some of the comparisons of 
expenses in the life insurance business 
and those in fire-casualty overlook the 
fact that approximately 50% of all 
life insurance sold in the U. S. is on 
the ordinary life plan and this con- 
templates a minimum producer’s com- 
pensation of 50% the first year with 
5% for each of nine annual renewals 
thereafter. He continues: 









































Account selling and account placing are equally im- 
portant to the operation of a successful agency. 
Account selling avoids duplication of coverage, cuts 
costs for your client and is more profitable for you, 


the Independent Agent. 


With the entire account in your agency, the best, 
easiest, most profitable way is to place it all with one 
company. It’s easy because it saves time. . . 
duplication of work. It’s profitable because it gives 
you more time to develop new accounts. 


Representing The Employers’ Group, one of the few 


It is frequently stated that fire and 
casualty agents should take a look at 
the method used by the life companies 
in keeping expenses down. 

The relative percentage ratio of life 
insurance expense to premiums is ap- 
proximately 21.5%, whereas the ex- 
pense ratio to premiums written is 


39% plus. This does not mean what it 
seems to imply. The average ratio of 
new life premiums 
total annual premium 


is about 5% to 
income. Some 
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few very successful life 
companies rise as high as 10%, but 
there seems little doubt that 5% an- 
nual increase is about the norm for 
new premiums. 

In effect, this means that 90 to 95% 
of the total life premium income is 
renewal business. 

In the fire and casualty lines the 
amount of long term business is prac- 
tically nil. 

This situation is not a matter of 
choice for casualty and fire insurers. 
The casualty and fire underwriter 
must be free to readjust rates in ac- 
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nationwide multiple line insurance groups, conven- 
ient one-stop service is available to every one of your 
clients. And being The Man with the Plan has many 
other advantages. Trained field representatives assist 


you on every line of insurance. A nationwide net- 


avoids 


work of branch oflices, staffed with professional in- 
surance men, stand ready to serve you. 


To give your clients the best service possible, offer 
them one-stop service the convenient, well-planned 
way. To save your valuable time, place your client’s 
entire account with The Employers’ Group. 
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changing exposures, 
whereas a life underwriter is princi- 
pally dealing with tested and tried 
mortality tables. 

Such a situation means that the 
casualty and fire underwriter must 
re-negotiate the price of his product 
at frequent intervals and in so doing 
is starting all over. The result in- 
evitably is a higher expense. 

This has a marked disadvantage in 
several directions. For one thing, the 
casualty and fire business is required 
to maintain a more liquid portfolio of 
investments. Here is a comparison of a 
typical life company with one in fire 
and casualty. The life company has 
48.5% of assets in bonds and the fire- 
casualty company 62%; for stocks the 
figures are 7.3% and 17.1%; mortgages 
29.1% and none; real estate 6.1% 
and 1.1%; policy loans 3.5% and none; 
cash 1.1% and 4.3%; other assets ex- 
cept premium balances 4.4% and 3.5%, 
and premium balances not over 90 days 
old none and 12%. 


Slow To Mature 


Liquidity is important in the casual- 
ty and fire business. But for the life 
insurer nearly all policy obligations 
are slow to mature in the form of con- 
tracts where the earnings from mor- 
tality savings may reach 40% or more 
and where the flow of net amounts 
received from policyholders plus in- 
vestment earnings at a comparatively 
low yield will be available at maturity 
to meet the contract obligation. 

Hence a fire and casualty company 
has to be very selective in its invest- 
ments and must be ready at all times 
not only to pay claims as they mature, 
but also to be in a position to reinsure 
all of its outstanding business, or re- 
fund the unearned portion of all pre- 
miums collected. The life business is 
predicated upon the fulfillment of its 
promises to its policyholder. But these 
promises are definitely fixed in amount 
and not subject to fluctuation as time 
passes. A $10,000 ordinary life policy 
is still a $10,000 obligation 10, 20, 30 
or 40 years later. A fire policy of 
$10,000 is also. But to the casualty 
policy limit must be added legal and 
other claims costs. These frequently 
are very important factors in the over- 
all outlay. 

The prognosticators of doom for the 
agencies of this type of insurer are 
overlooking some of these factors in 
urging the adoption of radical changes 
in the agency system. Such proposals 
as a net rating plan in which the agent 
sets the value of his own service over- 
look the fact that the policyholder who 
failed to receive such services might 
expect a rebate proportionate to the 

(CONTINUED ON PAGE 
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Bureaus Introduce 
Simplified Manual 
For Auto Casualty 


National Bureau and Mutual Bur- 
reau have introduced a new simpli- 
fied automobile casualty manual which 
is being distributed to all manual hold- 
ers. 

Special bureau committees have for 
several years engaged in research 
among company personnel concerning 
the suggested improvements, simpli- 
fication and clarification of the manual 
rules and their application. As a result 
the new manual represents a combina- 
tion of the most desirable elements of 
all proposals reviewed. The new man- 
ual was introduced Dec. 1, in the 
District of Columbia and all states un- 
der the jurisdiction of the bu- 
reaus, except New York, North Caro- 
lina, Texas and Massachusetts. It is 
pending in New York and North Caro- 
lina but has no application in Texas 
and Massachusetts, for which separate 
manuals are published. 

All manual rule and state exception 
sheets have been reprinted but in most 
states the rate and territory sheets re- 
main unchanged and manual holders 
will retain them for use with the new 
manual. 


Manual Format Changed 


The manual format has been changed 
to permit the elimination of “excep- 
tions” and “notes” which have hereto- 
fore been utilized to indicate re- 
strictions on the application of a given 
rule or to add material incidental to 
the use of the rule. 

In the new manual the provisions 
of each rule are arranged in the order 
in which they must be considered in 
determining the applicability of such 
provisions to a specific risk. For ex- 
ample, where an “exception” in the 
body of a rule previously stated that 
the rule does not apply under certain 
circumstances, the new manual places 
a comparable statement at the very 
beginning of the rule. In such in- 
stances the remainder of the rule is so 
arranged that any person using the 
manual must read only to the point 
where he reaches a classification which 
fits the exposure of the risk involved. 
Beyond that point no additional pro- 
visions are applicable to the risk. In 
addition, the new outline procedure 
permits each paragraph to be identi- 
fied by its letter or number designa- 
tion. 


Rule Sections Changed 


Several rules have been relocated 
for greater convenience. The fleet plan 
rule has been moved from the mis- 
cellaneous rule section to the general 
rule section because it applies to risks 
written under other rules in all other 
sections of the manual. The medical 
payments rule has been eliminated as 
a separate rule but its provisions have 
been incorporated in the rules appli- 
cable to the different classes of auto- 
mobiles on which medical payments 
coverage may be afforded. Thus, the 
provision relating to medical payments 
coverage for hired automobiles appears 
in the hired automobile rules and the 
provision for affording medical pay- 
ments coverage for risks written under 
a garage payroll policy avpears in the 
payroll basis rule in the garage sec- 
tion. 

All information relating to coverage 
afforded under automobile liability 
policies has been eliminated from the 
new manual, except that which is nec- 
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essary for classification and rating 
and to determine eligibility. With the 
elimination of such coverage informa- 
tion, the size and number of future 
manual revisions is expected to de- 
crease since, in the past, manual rule 
changes were often required whenever 
a slight change was made in an auto- 
mobile liability policy form or endorse- 
ment. 


Atwell, Vogel & Sterling 


Extends Service To Hawaii 


Atwell, Vogel & Sterling, which pro- 
vides audit and inspection services for 
fire, casualty and marine insurers, is 
expanding its service to Hawaii. The 
Hawaiian office will operate under the 
supervision of the San Francisco office. 


AFIA Names India Manager 


American Foreign Insurance Assn. 
has appointed Phiroze Bomanji man- 
ager for India. He has been acting 
manager for several months since the 
transfer of his predecessor, A. C. Gale, 
to AFIA’s London office. Mr. Bomanji 
who joined AFIA in 1941, was named 
assistant manager at Bombay in 1945 
and manager there in 1953. 





Ellis Promoted 
By Allstate 


Davis W. Ellis, vice-president in 
charge of sales development for life 
and A&S for All- 
state group, has 
been made coor- 
dinator of pro- 
grams and sales 
activities for auto- 
mobile, fire, liabil- 
ity, homeowners, 
boatowners, life, 
and A&S, and he 
also will act in a 
similar responsi- 
bility in the area of 
sales training. 

Mr. Ellis joined 
Allstate in 1942 as educational director. 
In 1946 he was named manager of the 
Illinois regional office and in 1948 was 
made assistant vice-president. He was 
appointed vice-president and general 
sales manager of Allstate in 1950. While 
serving in that capacity he was instru- 
mental in the adoption and promotion 
of the slogan, “You’re in Good Hands 
with Allstate.” 


D. W. Ellis 


1] 


N. H. Group Earns 
Less Due To Donna 


New Hampshire group had an under- 
writing loss of $1,141,857 for the 
first nine months due to losses esti- 
mated at more than $1.7 million as a 
result of Hurricane Donna. This more 
than wiped out an underwriting profit 
reported earlier in the year. A year 
ago for the nine months underwriting 
loss was $328,747. 

However, investment income in- 
creased 19% to $1,622,150 to provide an 
operating income of $480,293. Per share 
earnings were $1.14 per share, com- 
pared with $2.42 a year ago. The ex- 
pense ratio for the nine months was 
37.8, compared with 38.2, while the 
loss ratio rose from 60.5 to 64. Written 
premiums increased 3.5%, to $36,339,- 
530. 

At the end of nine months, policy- 
holders surplus was $26,923,018 and 
assets $89,408,831. 


Georgia house of representatives’ 
motor vehicle study committee has 
recommended opposition to compul- 
sory auto liability legislation. 
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N. J. Lists Surplus Insurers, Classes 


The New Jersey department has is- 
sued a list of unauthorized insurers 
that qualify as eligible surplus lines 
writers in that state, along with a list 
of more than 50 classes of risks that 
may legally be written in the nonad- 
mitted insurers under the surplus lines 
law as it was revised earlier this year. 

The eligible nonadmitted insurers 
are Appalachian of Rhode Island, In- 
terstate Fire & Casualty of Chicago, 
Lexington of Delaware, Midland Na- 


tional of Chicago, Mount Vernon Fire 
of King of Prussia, Pa., National In- 
demnity of Omaha, Selective of Cin- 
cinnati, Ins. Corp. of Ireland, Dublin, 
the Seven Provinces of Holland, and 
these, all based in London—Andrew 
Weir, Anglo French, English & Amer- 
ican, Excess, London & Edinburgh, 
Minster, Orion, River Thames, St. 
Helen’s, World Auxiliary, and Lloyd’s. 

Classes which currently may be 
written on a nonadmitted basis are 


Field support means better business 
for tomorrow minded producers 


horse mortality, auto renters conver- 
sion, aviation (crop dusters and com- 
mercial helicopters, burglary, and rob- 
bery for check cashing and money ex- 
changes, the per diem U&O, non-filing 
chattel mortgages, coinsurance defi- 
ciency, collapse and subsidence, con- 
tact lenses, contingent commissions for 
insurance agents on casualty only, 
umbrella for differences in conditions, 
excess of loss liability and workmen’s 
compensation for self insurers, first 
loss, flood. 

Also, hand and limb disablement, 
professional malpractice, abstractor 


un 
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and non-CPA accountant errors and 
omissions, libel and slander for adver- 
tisers and agencies, anaesthetists, col- 
lection agencies, corporation officers 
and directors, hospital liability, profes- 
sional liability for nursing, old people’s 
and rest homes, psychiatric profes- 
sional liability, travel agents, penalty 
indemnity for retrospective insured, 
suicide waiver, archery and shooting 
gallery liability, blasting operations, 
elimination of care, custody and con- 
trol endorsement. 

Also, itinerant carnivals and cir- 
cuses, liability for discrimination and 
false arrest, itinerant fire works dis- 
plays, golf driving ranges, house 
movers and wreckers, dram shop lia- 
bility, patent infringement, pony rides, 
radio and television producer and 
broadcast liability, riding academies, 
SEC act liability, skating rinks, stop 
payment legal liability, trampolines, 
you-drive-it boats, umbrella liability, 
warehousemen’s legal liability, and 
wave damage. 


Ohio Blue Cross Plans 
Have Trouble Getting 


Rate Increases Approved 


COLUMBUS, O.—Judge Holden of 
Franklin County common pleas court 
has ruled against a 28% rate increase 
sought by Hospital Care Corp. of Cin- 
cinnati (Blue Cross). Meanwhile, the 
Cleveland council of United Auto 
Workers has urged the Ohio depart- 
ment not to grant a 27.4% raise to 
Blue Cross of Northeast Ohio. 

In his decision, Judge Holden ruled 
that Cincinnati Blue Cross was en- 
titled to the 19.5% increase that the 
Ohio department had previously ap- 
proved but that the 28% figure was 
“not lawful, fair, or reasonable.’ The 
case was an appeal by Blue Cross 
after the department had _ rejected 
the 28% request. The lower per- 
centage would mean a raise in rev- 
enues of $7.5 million instead of the 
$10.3 million the plan hoped to obtain. 

The auto workers union asked the 
department to dismiss the request for 
a two-year rate hike and replace this 
with a one-year increase, which would 
be limited to the amount consistent 
with current and anticipated use of 
hospital facilities. The UAW asked 
that Blue Cross be instructed to put 
its house in order and live within its 
means. 


Swaggerty Joins American Cas. 

David Swaggerty has joined Ameri- 
can Casualty as special agent at Port- 
land, Ore. He held the same position 
with Fireman’s Fund since 1955, and 
before that he was with Pacific Fire 
Rating Bureau. 





Selling problems are easier to solve when you're backed by a Central Special Repre- 
sentative. These insurance experts are never more than a phone call away—ready 
to help plan a program, cover a risk, explain a policy, close a sale. With this out- 
standing field support, how can a Tomorrow Minded Producer help but be success- 
ful? Write for the facts in ‘Plus Factors for Producing Additional Premium Volume.” 
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Burglary And Glass 
Changes By Mutuals 


Mutual Bureau has revised burglary 
rates and rules in 21 states, effective 
Nov. 30. Rates are increased an average 
of 8.2% on mercantile open stock; 4.3% 
on mercantile safe burglary; 7.3% on 
money and securities broad form (in- 
side premises); and 8.2% on storekeep- 
ers burglary and robbery. 

States affected are Alabama, Ariz- 
ona, Arkansas, Colorado, Connecticut, 
Georgia, Illinois, Indiana, Iowa, Ken- 
tucky, Maryland, Massachusetts, New 
Mexico, Nevada, Oklahoma, Oregon, 
Pennsylvania, Rhode Island, Tennes- 
see, Washington, and West Virginia. 

The rule revisions, necessitated by 
changes in classification assignments, 
provide for coding by types of risks 
within trade groups and risk classifi- 
cations. These codes are to be used on 
and after Jan. 1, 1961. The rule changes 
were effective Nov. 2 in 15 other states 
and in New York on Nov. 9. They are 
not as yet effective in Florida, Michi- 
gan, Ohio, Mississippi, North Carolina, 
South Carolina, Texas and Louisiana. 

Mutual Bureau has also revised glass 
rates, effective Nov. 30. The average 
changes are: Arizona up 11.5%; Arkan- 
sas down 8.3%; District of Columbia up 
6.5%; Massachusetts up 14.1%; New 
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Bernard Brandt To Retire | 
After 39 Insurance Years 


Bernard U. Brandt, vice-president 
Sayre & Toso, and one of the west’s 
best-known insur- 
ance executives, 
has announced his | 
retirement, effec- | 
tive in January. 

Mr. Brandt, who 
makes his head- 
quarters in the San 
Francisco office of 
Sayre & Toso, has 
been in insurance 
for 39 years, be- 
ginning in 1922, 
when he resigned 
as chief inspector 
of the then Bank of Italy to join his 
brother and become executive vice- 
president of W. B. Brandt & Co. 

In 1952 the Brandt organization, 
which was founded in 1905, was ac- 
quired by Sayre & Toso, and Mr. 
Brandt became a vice-president of the 
newly formed Sayre & Toso—W. B. 
Brandt & Co. 


Jersey up 14.9%; Oklahoma down 
9.9%; Oregon up 11.4%; Pennsylvania 
up 9.3%; Tennessee up 7.1%, and West 
Virginia up 8.5%. 





B. U. Brandt 
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AGENTS’ SCHOOL, 
FEBRUARY 13 


To give you — the Royal-Globe agent — a creative 
grasp of basic insurance principles and procedures, 
Royal-Globe has continued to develop its Agents’ 
School over the years. You can apply now for the next 
class, which starts on February 13, for six weeks of 
classroom training in all lines of property and casualty 
insurance. Through the case-study method, you will 
learn how to sell the whole risk, regardess of size or com- 
plexity. Call your Royal-Globe fieldman and apply now! 


Profit-minded agents know Royal-Globe is TOPS IN EVERY SERVICE 


ROYAL-=- GLOBE 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD - THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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| 


~ Conventions 


| Dec. 28-30, American Assn. of University 
| Teachers of Insurance, annual, St. Louis. 


1961 


Jan. 9, International Federation of Commercial 


Travelers Insurance Organizations, midyear, 
Edgewater Beach Hotel, Chicago. 

Jan. 13-15, National Assn. of Claimants’ Com- 

| pensation Attorneys’ Bar Assn., midyear, 


Arizona Biltmore Hotel, Phoenix. 
Feb. 9-10, Conference of Mutual Casualty Com- 


a 
| panies, fire conference, Conrad Hilton Hotel 
see | Chicago. 


| Feb. 13-15, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York 
City. 
Feb. 22-24, Michigan agents, midyear, Statler- 
| Hilton Hotel, Detroit. 
| March 9-11. Tri-State mutual agents of Penn- 
sylvania, Maryland & Delaware, annual, 
Penn Harris Hotel, Harrisburg. 
March 12-15, National Assn. of Mutual Insur- 
| ance Agents & Texas mutual agents, com- 
bined midyear, Shamrock-Hilton Hotel, 
Houston. 

March 18, Rhode Island agents, midyear, Sher- 
aton-Biltmore Hotel, Providence. 

March 14, New Jersey agents, midyear, Cherry 
Hill Inn, Haddonfield. 

March 17-18, Mississippi mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park. 

March 23-24, Conference of Mutual Casualty 
Companies, underwriting conference, Conrad 
Hilton Hotel, Chicago. 

April 5-7, Pacific Coast Advisory Assn., annual, 
Biltmore Hotel, Santa Barbara, Cal. 

April 9-13, National Assn. of Surety Bond Pro- 

| ducers, annual, St. Francis Hotel, San Fran- 

| cisco. 

April 16-18, Eastern Agents Conference, annual 
Sheraton Hotel, Philadelphia. 

April 17-18, Iowa mutual agents, annual, Sa- 
very Hotel, Des Moines. 

| April 17-18, Ohio mutual agents, annual, Neil 
House Hotel, Columbus. 

April 17-19, National Assn. of Insurance 
Agents, midyear, Philadelphia. 

April 20-21, Southern Claims Conference, an- 
nual, Dinkler-Plaza Hotel, Atlanta, Ga. 

April 23-27, American Assn. of Managing Gen- 
eral agents, annual, Camelback Inn, Phoenix. 

April 27-28, National Assn. of Casualty & 
Surety Agents, midyear, Sheraton-Belvedere 
Hotel, Baltimore. 

May 3-5, Casualty Actuarial Society, midyear, 
Concord Hotel, Kiamesha Lake, N. Y. 

May 4-5, Conference of Mutual Casualty Com- 
panies, claim conference, Conrad Hilton 
Hotel, Chicago. 

May 7-9, Alabama agents, annual, Russell- 
Erskine Hotel, Huntsville. 

May 7-9. Virginia & D. C. mutual agents, an- 
nual, Williamsburg Inn, Williamsburg. 

May 7-10, New York State agents, annual, 
Syracuse Hotel, Syracuse. 

May 8-10, Health Insurance Assn., annual, 
Biltmore Hotel, New York City. 

May 9, Assn. of Casualty & Surety Companies, 
annual, Waldorf-Astoria, New York City. 
May 12-13, Mountain States mutual agents, an- 

nual, Harvest House, Boulder, Colo. 

May 12-13, Oklahoma agents, annual, Biltmore 
Hotel, Oklahoma City. 

May 14-16, Iowa agents, annual, Savery Hotel, 

| Des Moines. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 17, National Assn. of Independent Ad- 
justers, Sheraton Towers Hotel, Chicago. 

May 18-19, Arkansas Agents, annual, Arlington 
Hotel, Hot Springs. 

| May 18-20, Texas agents, annual, Galveston. 

May 22, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 

May 22-24, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 25, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York City. 

June 4-9, National Assn. of Insurance Com- 
missioners, annual, Bellevue Stratford Hotel, 
Philadelphia. 

June 12-14, International Assn. of A. & H. Un- 
derwriters, annual, Waldorf Astoria Hotel, 
New York City. 

June 15-16, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 15-17, Georgia agents, annual, General 
Oglethorpe Hotel, Savannah. 

June 15-17, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

pa June 18-21, Conference of Mutual Casualty 

Companies, management conference, Hershey 

Hotel, Hershey, Pa. 
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Would Your Policy... 


1. Appeal to a new and growing market? 

2. Serve a genuine need for insurance ? 

3. Take advantage of foot-in-the-door op- 
portunities 2 

4. Allow the man who buys the policy to pass 
the cost on to others? 

5. Have an automatic commission feature ? 

6. Take very little servicing ? 


No Need To Invent Any Further... 
Your Ideal Policy Already Exists 


DEFERRED PAYMENT INSURANCE 


1. These days just about everybody buys 
everything on “time:’ 

2. Every installment-plan seller or financier is 
a prime prospect—Retail Stores, Banks, 
Finance Companies, Dealers, Distributors, 
Utility Companies, Manufacturers. 

3. A good foot-in-the-door policy—many 
logical prospects have never even heard 
of Deferred Payment Insurance. 

4. Easy to sell—the policy purchaser (mer- 
chants, etc.) can pass the cost on to others. 

5. Automatic commission producer—as the 
client's volume increases, your commissions 
grow, too. 

6. Very little servicing required—the mer- 
chant simply sends you his list of installment- 
plan sales each month. 








For complete details, see your Reliance Field- 
man or write the Head Office. 





RELIANCE INSURANCE COMPANY 


401 Walnut Street, Philadelphia 6, Pa. 
Symbol of Security since 1817 
June 26-28, Virginia agents, annual, The Home- 
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stead, Hot Springs. 


eon June 29-July 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 
| July 4-6, International Assn. of Insurance 
| Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada. 
| July 16-22, National Assn. of Claimants’ Com- 
| pensation Attorneys’ Bar Assn., annual, 
| Statler-Hilton Hotel, Boston. 


| Aug. 6-10, Honorable Order of the Blue 
| Goose, annual, Statler Hotel, New York City. 
| Aug. 13-16, West Virginia agents, annual, The 
' Greenbrier, White Sulphur Springs. 
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Want 
Higher 
Auto 
Limits? 


EXCESS LIMITS FOR 
ALL PRIVATE PASSENGER 


AND MOST 
COMMERCIAL VEHICLES 
(OTHER THAN LONG HAUL) 


Yes, that’s all 

private passenger— 

not just the assigned risks. 
Our guaranteed commissions 
are among the highest paid 
for this class of business! 
Agency Agreements directly 
with the company .. . 

low annual production 
requirements. 


RESERVE 


INSURANCE COMPANY 
WeEbster 9-7031 


209 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 








MAIL COUPON 


for more information! 
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700 Attend Regional 
Clinics Of Ark. Agents 


Discussions of the new Arkansas 
public and institutional property in- 
suring plan and the recently approved 
safe driver program and special auto- 
mobile policy of National Bureau of 
Casualty Underwriters and National 
Automobile Underwriters Assn. were 
heard by 700 local agency representa- 
tives at a series of regional educa- 
tional clinics. The schools, sponsored 
by Arkansas Assn. of Insurance Agents, 
were held at Springdale, Fort Smith, 
Jonesboro, Texarkana, El Dorado, Hot 
Springs, Little Rock and Helena. 

The morning sessions were devoted 
to analyses of rules and forms of the 
public and institutional property plan 
which became effective in Arkansas 
Oct. 31. Afternoon workshops examined 
point assignments under the safe dri- 
ver filing and differences between the 
special automobile policy and the fam- 
ily auto coverages. 

Faculty teams for the schools con- 
sisted of members of Arkansas Field 
Club and three department heads of 
Arkansas Inspection & Rating Bureau. 
Participating were John K. Cook, vice- 
chairman of the field club, and Olin 
Sheets, both of U.S.F.&G.; Prentice 
Booe, and Spencer Holland, Mary- 
land Casualty; Tap Hornor, Campbell- 
Mallory-Colvert-Hornor general agency 
of Little Rock; Glen Sheard, Home In- 
demnity; Patrick Heffernan, U.S.F.&G.; 
and William Bates, Hartford Accident. 
Discussion leaders from the bureau 
were William P. Mauzey, chief of au- 
dits; Stephen Schubert, chief engineer; 
and Richard Russell, superintendent 
of rating. 

Presiding over the classes were offi- 
cers and executive committeemen of 
the Arkansas agents’ association: at 
Springdale, Ronald Gardner; Fort 
Smith, Carnall Gardner; Jonesboro, 
Robert P. Davidson; Texarkana, Geor- 
ge Frazier, vice-president; E] Dorado, 
Robert Archer; Hot Springs, Floyd 
Bryant; Little Rock, Paul Jones; and 
Helena, Charles Conditt. 


Indianapolis A&H Men 
See Demonstration Of 
Visual Aids At Meeting 


The case for visual selling was vis- 
ually demonstrated at the November 
meeting of Indianapolis Health Insur- 
ance Assn. by Donald Ross, merchan- 
dising manager Successful Farming 
magazine. Mr. Ross demonstrated vis- 
uals used by his own company in sell- 
ing advertising to illustrate several 
rules he labeled as “cardinal” in visual 
selling: Use big visuals so they won’t 
be left in one’s pocket; there is no 
better visual than ones’ own insurance 
policy; every newspaper offers a wealth 
of visuals; visuals show one has come 
prepared, not “just dropped in;’’ testi- 
monials are a very effective form of 
visual. 

The prospect “sticks with you” when 
One uses a visual, Mr. Ross stated. Use 
a brief case as a visual, he suggested. 
Lay it on the corner of a man’s desk 
so he can refer to it and so remember 
one’s name and company. 

Leo Costin, All American, association 
president, announced that Chicago has 
challenged Indianapolis again this year 
to a race for the “largest association” 
title, won in a similar contest last year 
by Indianapolis. Mr. Ross reported that 
Des Moines has also challenged Chi- 
cago and expects to take the title away 
from both Indianapolis and Chicago 
next year. 

Swiss National has been licensed in 
Oregon. 
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N. C. Fire Rating Unit 
Elects At Annual Meet 


D. M. Deakins, Commercial Union, 
was reelected chairman of the govern- 
ing board of North Carolina Fire In- 
surance Rating Bureau at the annual 
meeting in Raleigh. Thomas D. Hughes, 
America Fore Loyalty group, was elect- 
ed vice-chairman. G. T. Brannon, 
American Home, was appointed chair- 
man of the executive committee, and 
N. T. Smithwick, Great American, was 
appointed vice-chairman. 


Bizzell Reelected 


The bureau reelected W. S. Bizzell 
manager, Charles E. Hibbard assistant 
manager, and William T. Joyner gen- 
eral counsel. 

New companies elected to the gov- 
erning board were Aetna Casualty, 
Hartford Fire, Royal-Globe and Uni- 
versal Underwriters. 


Gains For Pacific Indem. 


Pacific Indemnity in the first three 
quarters of 1960 wrote net premiums 
of $31,991,766, a 15% increase over the 
same nine months of 1959. Earned pre- 
miums totaled $28,945,455, up 8%. 

Underwriting operations produced a 
statutory profit before dividends to 
policyholders of $643,458, and _ this 
contrasts with a loss of $182,023 last 
year. Dividends to policyholders on 
participating coverages were $204,508, 
and last year they were $3,261. Com- 
bined loss and expense ratio at Sept. 
30 was 94.3 compared with 99.2 the 
year before. Combined underwriting 
and investment operations showed a 
net profit of $1,705,719, equal to $2.37 
a share, compared with $863,955, or 
$1.20 the year before. The per share 
figures are adjusted to give effect to 
a three for one stock split of Oct. 14. 
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How objective is your perspective? 














The future of 
your company 

may hinge on 

the answer — 









































Today’s increased competitive tempo and the profit squeeze leave an 
ever narrowing margin for error in top management decisions. The 
new insurance climate demands the type of objective thinking which 
can only grow out of a completely impartial evaluation of your 
company’s operations. 

What is the answer? Obviously there is no panacea, but chief executive 
officers of an increasing number of insurance companies recognize the 
value of the objective viewpoint that a good consulting firm can bring 
them — particularly one composed of specialists in the various phases 
of insurance operations. 

Frank Lang & Associates, Inc. is a national consulting organization 
devoting its entire effort to the insurance business. Because of broad 
and varied experience in evaluating insurance problems of today and 
in anticipating those of tomorrow, the firm can bring tested objectivity 
to bear on an analysis of your operations. Informal preliminary meet- 
ings for discussion can be arranged without obligation. 


\ 
FRANK LANG & ASSOCIATES, INC. 


INC 


521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 « ONE NORTH LA SALLE ST., CHICAGO 2; FRANKLIN 2-2795 





f ASSOCIATES, 


Consultants in Marketing and Management 
for the Insurance Business 


FRANK LANG 
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Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY —CHARTERED 1848 
SUPERIOR RISK INSURANCE COMPANY—LE ROY, OHIO 
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New Duties For Lannan, 
Seltmann And Nicholas 
In Royal-Globe Group 


Royal-Globe group has advanced 
Bertram J. Lannan and Hans W. 
Seltmann to assistant secretaries, and 
has assigned new duties to J. Roy 
Nicholas, assistant secretary. All are 
in the claims and loss department and 
under direct supervision of M. E. Bo- 
bick, secretary. 

Mr. Lannan has been assigned to 
broad operational responsibilities. He 
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joined the group at Chicago in 1939, 
was named claims manager there in 
1952 and was transferred to New York 
in 1958. 

Mr. Seltmann, who will be in charge 
of fidelity and surety claims country- 
wide, joined the group in 1925. He 
was appointed to the bonding claims 
department in 1950 and named man- 
ager in 1958. 

Mr. Nicholas, who was previously in 
the administrative division, has been 
given general administrative respon- 
sibilities in the countrywide claims 
and loss operations. He joined the 


“Your Agency Should 
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“You'll find Atlantic flexible, cooperative, 
open-minded, ready to solve your problems. 


They listen to agents. 


“In planning a new commercial policy, 
Atlantic first asked agents what they wanted. 
The policy that resulted was actually based 
on agents’ recommendations. 

‘Another thing. Atlantic’s advertising and 


public relations programs 


a Companies 


Atlantic 


Because... 


tell the public to 


group in 1948 as claims adjuster in 
the New York metropolitan depart- 
ment, was appointed manager of the 
methods and planning department in 
1953, and was advanced to assistant 
secretary in 1958 with direct super- 
vision over the methods and planning, 
office administration and purchasing 
and supply departments. 


Celina Mutual Exhibits RAMAC 305 

Celina Mutual demonstrated § an 
IBM RAMAC 305 at an open house at 
the home office, marking the installa- 
tion of the electronic machine. 








buy insurance from you, the independent 
agent or broker. And Atlantic prepares 
special advertising for agents’ use entirely 


omitting the Companies’ name. 

‘For real help in meeting competition, 
look to the Atlantic Companies: Centennial, 
the stock company—and Atlantic, the quality 
mutual with the long reputation for giving 
the producer the services he needs.” 


Have one of our Special Agents come and tell you how our unique team—stock 
company and mutual company—can help your agency grow. Your inquiry is invited. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL e 


CENTENNIAL 


Home Office: 45 WALL STREET, NEW YORK 5 
28 Offices in Cities from Coast to Coast 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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N.C. Farm Bureau Now 
Opposes Compulsory, 
Favors New UM Cover 


North Carolina Farm Bureau Fed- 
eration, once a strong supporter of 
the state’s compulsory auto law, has 
reversed its stand and come out in 
favor of the uninsured motorist en- 
dorsement as an alternative. Commis- 
sioner Gold has approved the endorse- 
ment, effective Dec. 1. 

A major fight now looms in the gen- 


eral assembly, which convenes in 
early February, 1961. The compulsory 
law, adopted on an_ experimental 


basis, expires next April 15 unless it 
is reenacted before then. 

In its annual convention at Raleigh, 
the Farm Bureau first declined to en- 
dorse the compulsory law again, then 
adopted a resolution supporting the 
uninsured motorist endorsement. 

Subsequently, Commissioner Gold 
approved the uninsured motorist en- 
dorsement filed by North Carolina 
Automobile Rate Administrative Of- 
fice. Earlier, he had disapproved this 
endorsement because of a mandatory 
arbitration clause. The rate office 
changed the endorsement to meet his 
objections, making the use of arbitra- 
tion voluntary. 


Favors Careful Driver Plan 


Farm Bureau also endorsed the 
practice of differentiating in rates for 
careful drivers with good records over 
a long period of years. 

G. C. Culp, manager of Farm Bu- 
reau Mutual, and J. Melville Brough- 
ton Jr., its attorney, also advocated 
the uninsured motorist proposal as op- 
posed to compulsory. Mr. Culp told the 
Farm Bureau that auto liability rates 
have increased 18% under present law 
and will increase further. He said, 
also, that the company is losing mon- 
ey on assigned risks under compul- 
sory. Mr. Broughton said that in many 
respects compulsory “has proved to- 
tally unsatisfactory.” 

The Farm Bureau’s decision to re- 
verse its field, while a major break 
against compulsory, does not neces- 
sarily mean that defeating the present 
law will be easy. Many legislators are 
convinced the law is popular and 
some of the Farm Bureau members 
spoke in its favor. Republicans in the 
assembly, making up one-eighth the 
membership of the house and one- 
25th of the senate, have gone on rec- 
ord in favor of the continuance of 
compulsory with some modifications 
to ease its enforcement. 


Allen Beck, Denver agency, has 
named Donald Broun manager of its 
newly created life department. 
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Malpractice 





Competitive Rates 
for 
Nursing Homes 
Sanitariums 
Hospitals 
Physicians & 
Surgeons 
Beauty Shops 


a OC 


53 West Jackson Blvd. 
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Fire-Casualty Agents May Prove 
Weak Nucleus For Life Affiliate 


The assumption that a fire-casualty 
insurer’s agency force can serve as a 
strong nucleus for 
building a new life 
affiliate’s business 
is by no means a 
safe one, according 
to a top executive 
of one of the most 
experienced fully 
multiple-line com- 
panies. 

Addressing the 
annual meeting of 
Life Insurance 
Agency Manage- 
ment Assn. of Chi- 
cago, George H. Shackelford, vice- 
president in charge of the Travelers 
life and A&H agency department, said 
that “fire and casualty agents may or 
may not prove to be a strong nucleus 
for building a new life affiliate’s busi- 
ness.” 


G. H. Shackelford 


Must Grasp Human Values 


“Tt’s most difficult,’ he said, ‘‘to get 
a fire and casualty trained man to be 
completely cognizant of human value 
coverage.” 

At the same time, Mr. Shackelford 
feels that the ideal agent of the future 
will be a career man versed in all 
lines,” a true family counselor, trained 
to plan a complete insurance program, 
including life, accident and _ health, 
automobile, liability, mortgage redemp- 
tion and comprehensive protection for 
the home.” This will not be accom- 
plished overnight, however, but will 
require expansion of training facilities 





and changes in advertising techniques, 
Mr. Shackelford emphasized. This is 
due to the fact that much property and 
liability insurance is bought, while 
life insurance has to be sold. 

Mr. Shackelford listed other prob- 
lems that beset a company new in the 
multiple line business or about to enter 
it. One of these is agency compensa- 
tion. Differences in compensation for 
life agents and fire-casualty agents 
are fundamental and will call for 
careful planning to effect the necessary 
adjustments. 

Toughest Is Battle For Time 

The greatest problem of all, he 
warned, is the battle for the agents’ 
time. Because life insurance will al- 
ways have to be sold, whereas casualty 
and fire lines are often bought, an 
all-lines agent will, in most situations, 
take the line of least resistance and be 
an order-taker rather than a_ hard- 
working, creative salesman. 

Then there is the basic difference in 
investment policy between fire-casual- 
ty and life insurers. Life companies 
prefer long-term investments because 
they can predict future claim pay- 
ments and maturities with substantial 
accuracy. Fire-casualty companies, on 
the other hand, cannot predict future 
claim payments and therefore must 
have a much higher degree of liquidity 
of assets. 

Trained Executives Hard To Find 


Another major problem is finding 
the highly trained official and techni- 
cal personnel that a new affiliate com- 
pany will need, said Mr. Shackelford. 

While discounting the idea that the 
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public initiated the trend to “one-stop” 
service in insurance, Mr. Shackelford 
said many people have experienced it 
and seem to like it. Also, he said “we 
cannot deny the fact that multiple-line 
selling agents, on the average, make 
more money than the one-line-only 
agents.” But he opined that the prin- 
cipal reason for the trend, particularly 
in the case of fire-casualty companies 
taking on life affiliates, is the unfavor- 
able loss ratios the fire-casualty in- 
surers have experienced in the last 
few years. 

The speaker cited these facts de- 
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veloped through LIAMA research: 

1. It is estimated that there now are 
about 170 life companies affiliated 
with fire-casualty groups. 

2. Of the top 25 groups of fire-cas- 
ualty companies, 21 are in the life 
business. 

3. Last year 16% of the total life 
business in the United States came 
from companies affiliated with fire- 
casualty insurers. 

4. The affiliated groups’ life produc- 
tion has grown at the rate of 33% over 
the last two years, compared with the 


(CONTINUED ON PAGE 25) 
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Successful Agency Hiring, Training, 
And Keeping Of Solicitors Described 


The problem of employing solicitors 
in an agency was discussed at a for- 
um of National Assn. of Mutual Insur- 
ance Agents during its annual con- 
vention in Washington, D. C. Guy 
Fergason of Fergason Personnel, Chi- 
cago, and Charles J. Venema of the 
Keyser agency, Kalamazoo, conducted 
the forum. 

With the increasing consolidation of 


agencies, the use of solicitors becomes 
more of a matter of interest and 
concern to agents, Mr. Fergason pointed 
out. Should they be used? Where can 
the agent get them? Should he pro- 
vide them with a contract, an incen- 
tive, and perhaps, eventually, a part- 
nership of some size? Should the agent 
use part time solicitors? 

William Swigart of Huntingdon, Pa., 


said his firm had done recruiting of 
solicitors at Pennsylvania State College 
and a junior college, 
Both schools have large business edu- 


both nearby. 


cation departments. Penn State has 
35,000 students. But the salaries and 
benefits offered by industry make it 
tough for the agency business to at- 
tract anyone. He recalled that after 
lining up one prospect, the senior 
went to work for an oil company at 
$500 a month. 


Unsuccessful In Hiring 


John H. Jones of Sarasota, Fla., said 
that two years ago his agency wrote 
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the dean of the insurance school at 
University of Florida and got a list of 
20 prospects. Mr. Jones got in touch 
with 15 of them, those who lived in 
his area. Of the 15, effort was made 
to put on three. The agency ended up, 
however, with one. He indicated he 
wanted to be a commission salesman. 
But shortly thereafter he was married 
and that was the end of his com- 
mission selling days. Experience with 
University of Miami was much the 
same; the agency got a good response 
but was able to hire none. 

T. Craig Watson of Gastonia, N. C., 
uses five salesmen in his agency. He 
said most agents make the mistake 
of looking for education in a prospec- 
tive solicitor instead of looking for 
salesmen. The best prospective solici- 
tor may be working. presently on a 
bakery route, or at some other selling 
job. 

Mr. Fergason said that it is no use 
looking for theoretical specifications, 
e.g., a young man with a certain 


background, of a certain height, who | 


has a college education. Not only 
agents but companies make this mis- 
take. 


Difference In Ages 


ble, Mr. Fergason said, is to take on a 
man who is more than 15 years differ- 
ent in age. He doubts that a college 
degree is necessary to be a successful 
solicitor. Many bright high school 
graduates can do the job. They need 
to be able to do a certain amount of 
community work but they can easily 
overdo it, he warned. Four hours a 
week, the equivalent of two lunch- 
eons, is all that is necessary for the 
solicitor (or agent) to spend on com- 
munity work. The rest of the time he 
should get out and sell. 

The failure of those in agency and 
company ranks to check the refer- 
ences of the man they are about to 
hire is astonishing to Mr. Fergason. 
He said he knows three vice-presi- 
dents of companies ‘today who were 
fired from their last three jobs. He 
urged agents to talk with the former 
employers of the man they think they 
want to put on. 

He also warned agents that while 
special agents of companies look good, 
every week he has one, two, or three 
of them who want to get back in com- 
pany ranks. One of them gave as the 
reason that his “feet hurt” on the 
solicitor’s job. Perhaps, too, he sug- 
gested, the agent should not to try to 
get men who are too young. An older 
man, 35 to 40, may be better able to 
sell the local business man on insur- 
ance. 

How should solicitors be paid? 


How Agent Pays Solicitor 


Robert R. Turney of Topeka, Kan., 
said one method his agency found ef- 
fective when it put on a former special 
agent was to give him $50,000 of pre- 
miums on a straight commission basis. 
Of course, he said, the agency can’t 

(CONTINUED ON PAGE 26) 
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North America Raises 
Three In Unification 


Indemnity of North America has 
elected Henry C. Bertram secretary, 
burglary, and Roy H. Bent and Hugh 
M. Sinclair assistant secretaries. The 
elections are effective Jan. 1, 1961, 
when the unification of the company 
with North America will be completed. 

At that time all officers of the in- 
demnity company will take office with 
North America with existing titles. 

Mr. Bertram joined the group as a 
special agent in 1925. In 1929 he was 
assigned to the burglary department of 
Indemnity of North America and sub- 
sequently became superintendent. He 
became assistant secretary in 1953. 

Mr. Bent, with the group since 1951, 
began as a casualty underwriter at 
New York and was appointed assistant 
manager there in 1957. 

Mr. Sinclair joined the group in 
1955 as a superintendent in the com- 
pany’s home office surety bonding de- 
partment. Previously, he was a surety 
underwriter with Hartford Accident. 


Cage, Birrell, Others Are 
Indicted In Stock Fraud 


A federal grand jury sitting at New 
York has handed down an indictment 
charging 12 persons with participating 
in an $850,000 stock fraud. Among 
the 12 are Alexander L. Guterma, New 
York financier now serving a prison 
sentence for stock fraud, and BenJack 
Cage, former head of ICT Ins. Co. of 
Dallas, said to be in Brazil as a fugi- 
tive from a 10-year prison sentence 
imposed for allegedly embezzling’$100,- 
000 from ICT stockholders. 

The indictment at New York charges 
that the public was mulcted of almost 
$1 million as a result of manipulation 
of the stock of Western Financial 
Corp. which Guterma founded in 
1955. Guterma sold control in the firm 
to Cage, who changed the name to 
Diversified Financial Corp. According 
to the indictment, Guterma and Cage 
induced owners of World Wide Corp. 
to put four of its high pressure sales- 
men to work selling Diversified stock. 
Diversified changed its name again 
to American Industries, now bankrupt. 
The four officers of World Wide and 
the four salesmen are included in the 
indictment. 

Guterma previously had been in- 
dicted three times in connection with 
activities associating him with Lowell 
M. Birrell, formerly connected with 
Doeskin Products and other corpora- 
tions that figured in several insurer 
bankruptcies. Birrell also is said to be 
in Brazil as a fugitive. 

The U. S. district attorney’s office at 
New York filed complaints against 
two executives and three directors of 
Doeskin, all Canadians, charging they 
acted as tools of Birrell, who had $2,- 
140,000 worth of Doeskin stock fraudu- 
lently issued in Havana in 1957. The 
district attorney charges that the 
money from these shares belongs to 
Doeskin. Last week also, a_ federal 
judge appointed a special fiscal agent 
to watch over the affairs of Doeskin. 


N. Y. Board Reports Oct. 


Losses, Amount Increased 


New York Board reports fire, EC 
and sprinkler losses for October as 
compared with the same month in 
1959 increased in number 310.76% to 
2,444 and increased in amount 10.76% 
to $2,160,873. For the first 10 months 
of 1960, losses have increased in num- 
ber 86.08% to 16,980 and have in- 


creased in amount 9.93% to $25,788,- 
025. : 
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Five Managers Named 
By Travelers Group 


Travelers has appointed three man- 
agers at Erie, Pa., and Travelers In- 
demnity has appointed managers at 
Louisville and Providence. 

At Erie, Donald R. Stephens has 
been named manager of casualty, 
fidelity and surety, and fire and ma- 
rine. Fred Metcalf has been named 
office manager and Cecil G. Reynolds 
claim manager. 

Travelers Indemnity has named two 
managers of casualty, fidelity and 
surety, and fire and marine: Jack G. 
Harris at Louisville, and Bradford D. 
Davol Jr., at Providence. 

Mr. Stephens joined Travelers at 
Philadelphia in 1950 and was named 
assistant manager there in 1956. He 
was named assistant manager of the 
Pittsburgh office in 1958, with head- 
quarters at Erie. 

Mr. Reynolds joined Travelers as 
an adjuster at Erie in 1922, was 
named resident claim adjuster at 
Jamestown in 1926 and was reassigned 
to Erie in 1927 as line adjuster. He 
advanced to supervising adjuster there 
in 1951. 

Mr. Metcalf joined Travelers in 1951 
at Charlotte, N. C., and was advanced 
as assistant field underwriter, special 
assistant, and administrative assistant 
there. He was transferred to Newark in 
1956 and later to Hartford where he 
was named assistant branch manager 
in 1957. 

Mr. Harris joined Travelers in 1946 
as fire and marine field supervisor at 
Kansas City and was transferred to 
Los Angeles in a similar capacity in 
1949. He subsequently became assistant 
manager at San Francisco in 1953 and 
at Los Angeles in 1958. 

Mr. Davol, with Travelers since 
1953, was field supervisor of casualty, 
fidelity and surety lines at Boston and 
was transferred in 1957 to Portland, 
Me., in the same post. In 1958 he was 
named assistant manager at Portland, 
and in 1959 he took over fire and ma- 
rine lines. 


Pope Is Transferred 


Great American has transferred Spe- 
cial Agent John Pope from Kansas City 
to Nebraska with headquarters at 
Omaha. He will concentrate his efforts 
on farm and crop-hail operations in 
the state. 
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Comparisons Often Overlook Realities 


(CONTINUED FROM PAGE 10) 
unexpired period of the policy contract 
involved. Failing to get it, he could 
proceed against the company and 
agency jointly. 


Restrictive Market 


The local agent is blamed for his 
failure to make more effective use of 
his time and particularly in solicitation 
and sale of new business. But, whether 
this is true or not, the fact remains 
that company services would undoubt- 


edly have to be expanded. Yet we 
operate in the most restrictive market 
in a half century, during which time 
the volume of premiums has grown 
exceptionally rapidly. 

At the same time the branch office 
operations have been steadily ex- 
panded—and if there is any control- 
lable item of expense that has not 
been brought under increasingly close 
scrutiny, it is in this field. Many of 
such operations are not self-sustaining 
and operate year after year without 


appreciable change. Far too many 
agency franchises are passed out to 
unqualified agents, generally those 
whose principal qualification consists 
of having a volume of business some 
other company does not want to con- 
tinue for them. Where the transfer is 
completed, the restrictive underwriting 
applied is so great that neither party 
is very happy. 


Shortage Of Personnel 


The shortage of trained and experi- 
enced insurance personnel in the cas- 
ualty and fire field is self-apparent 
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and has been since World War II. The 
upshot of these situations in a dynamic 
economy is such that those who would 
short-cut the tried and true method 
of doing business are spurred by the 
fact that their own performance has 
not been too successful and they are 
searching for a quick way out of their 
own hot spot. Certainly, the repeated 
years of unprofitable underwriting 
results are not going to be cured by 
having the kettle call the pot black. 

There is nothing in the life indus- 
try’s method of agency operations 
which will permit change overnight 
from one philosophy to another with 
impunity. The life agent is a valuable 
asset in his own field. But note the 
difficulty those companies have re- 
cruiting salesmen and the importance 
of the idea of catering to general pro- 
ducers on a “brokerage” basis. One 
life company official recently stated 
that 60% of his company’s new busi- 
ness came from general insurance 
agencies. If this is correct, and there 
seems to be confirmation in the rush 
of life companies to establish broker- 
age departments, may it not be error 
to assume that all is well with the life 
business or all is wrong with the 
casualty-fire business? 

Let’s do what we have to do without 
acrimony and name-calling between 
the traditionally operated companies 
and their agents. There is much room 
for accomplishment in the package 
field and in raising the unit size of 
each transaction, to a level where the 
economies are real and are not af- 
fected by unilateral decisions. The 
fire and casualty rates of commission 
are perhaps higher than they should 
be. But to the producer there is still 
plenty of evidence that net rates are 
not the answer. Such a plan would put 
an unbearable load upon the local 
agent, the company and the supervis- 
ory authority and would in effect 
legalize rebating. 


Reorganize Marketing Units 
Of Hardware Mutuals 


Hardware Mutuals of Stevens Point, 
Wis., have completed a major reor- 
ganization of home office marketing 
staffs. All home office sales, under- 
writing, claims and advertising staffs 
have been consolidated in a new mar- 
keting department headed by Neil V. 
Crosby, executive vice-president (mar- 
keting). 

The companies’ traditional functional 
organization has been replaced by a 
product line organization, giving bal- 
anced emphasis to personal and com- 
mercial lines, which contribute ap- 
proximately equally to over-all premi- 
um volume. 

In the new organization, Henry C. 
Allen, new vice-president (personal 
lines marketing), and P. K. Brittan, 
new vice president (commercial lines), 
report to Mr. Crosby, as do H. J. 
Schroeder, vice-president (claims), and 
H. E. Manske, advertising manager. 

American Casualty has awarded a 
plaque to Harry W. Morrow, Reading 
agent, for 30 years’ representation of 
the company. The plaque was presented 
during a luncheon by William P. Wiest 
Jr., resident vice-president and man- 
ager of the company’s central Penn- 
sylvania department. 
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Jens New President Of 
Fred S. James & Co. 


Arthur M. Jens Jr. has been ad- 
vanced to president of Fred S. James 
& Co., succeeding 
F. S. Dauwalter, 
who is retiring. Mr. 
Jens will assume 
his new _ position 
Jan. 1. 

Executive vice- 
president since last 
year, Mr. Jens 
joined the James 
organization in 
1947. Prior to that 
he was secretary 
and assistant 
treasurer of Trans 
World Airlines and previous to that he 
had been with Seaboard Surety, Royal- 
Globe and Continental Casualty. He 
became a James vice-president in 1957, 
a position held by his father, who re- 
tired from the agency in 1944. 


Artnur M. Jens Jr. 


Describes Carrier-Type 


Fire Alarm Transmission 


Carrier-type fire alarm transmission 
from suburban areas to the urban cen- 
tral station was described by Thomas 
L. Boyle, district sales manager of 
American District Telegraph Co., at 
the November meeting of Chicago 
chapter of Society of Fire Protection 
Engineers. 

Two factors which have limited fire 
alarm service have been cost and the 
length of metallic circuits, he said. 
Frequency-shift carrier facilities of 
telephone companies are now being 
used to eliminate the distance obstacle. 

He explained the operation of the 
system at Joliet in which a signal 
transmitted from the subscriber to the 
district station is relayed to the central 
station in Chicago and in turn is re- 
layed to the fire department at Joliet. 
The system has spare channels in case 
the main facility fails and the safe- 
guards make it quite reliable. 

Recounting the operation of carrier 
transmission at Milwaukee and Racine 
for 2% years, he said the experience 
there has generated optimism for ex- 
pandirg the system. 


3 Named In Surplus Lines 
By Continental Casualty 


Continental Casualty has appointed 
Brian Jarman and Donald Frahm as- 
sistant superintendents of the excess 
and surplus lines department. 

Mr. Jarman has been surplus lines 
manager at Philadelphia. Before join- 
ing the company in 1954, he was a 
Lloyd’s broker in London. Mr. Frahm 
went with Continental Casualty in 
1955 and has been in surplus lines at 
the home office since last year. 

Ralph Carlsen, surplus lines manager 
at New York, has been appointed re- 
gional manager for Syracuse and 
Hartford branches in the surplus lines 
division. He joined the company in 


1949 as an inland marine under- 
writer. 

Rowell Joins M.&M. 

Marsh & McLennan has named 
John Rowell to its Chicago group, 


A&S and life staff. His primary duties 
will be to serve as consulting actuary 
to large employer groups and to pro- 
vide special A&S and life consulta- 
tion. 

Mr. Rowell has been in the business 
for 21 years as actuary of California 
Inspection Rating Bureau; senior life 
company examiner of the Pennsylvania 
departinent, and consulting actuary. 





FieNATIONAL UNDERWRITER 


Zurich Appoints Four 


In Fire. Inland Marine 

Zurich has appointed William Mac- 
Millan assistant fire superintendent 
and Arthur P. Winnebeck assistant 
inland marine superintendent. Rich- 
ard J. Laffey takes charge of fire un- 
derwriting at the Chicago branch, and 
Fred W. Siegel becomes fire and in- 
land marine supervisor at New York. 

Mr. MacMillan has been with Stew- 
art, Smith (Ill.) and with Continental 
Casualty before that. Mr. Winnebeck, 
who has 26 years of ocean and inland 
marine experience, was with William 
H. McGee Co. and Fireman’s Fund 
before joining Zurich in 1957 as an 
underwriter at the head office. A vet- 
eran of 34 years of underwriting and 
production, Mr. Siegel previously was 
with Pacific of New York. 

Greater Washington (D. C.) In- 
surance Field Club has elected E. Wells 
Martin Jr., Hartford Fire, president; 
William R. LeStrange, General Ac- 
cident, vice-president; Robert L. Chan- 
ey, New Hampshire, secretary, and 
Howard M. Mills, Great American, 












SELLING 


fo help you nail down more profitable 
business, your Mill Owners fieldman will 
welcome the opportunity to work with 
you on your sales —. This personal 
assistance is available to you. Use it. 


SEEING 


The Vis-U-Lizer and other Mill Owners 
visual aids will help your prospects “get 
the message.” Eliminates doubts and in- 
decisions. Your presentation is more ef- 
fective and profitable. Lets you make 
more calls per day. 


SERVICING 





Mill Owners streamlined accounting serv- 
ice relieves you of time-consuming paper 
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OWNERS 
NAIL DOWN 
SALES IN 1960 


work and office detail. Let Mill Owners 
serve as your “right arm”, and allow 
yourself extra time for calls . .. and 
ultimately extra profits. Ask your field- 
man about this service. 


GO MILL OWNERS FOR SUPER SALES IN 1960 
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The Prudential announces substantial 
SINGLE PAYMENT ANNUITIES. 




















| 


F aell 

















~ 


2 


























ba 


reductions 





— 














in the rates for 


Now Prudential’s new rates are among the lowest in the industry. 
On the chart below, you'll see the big reductions in Prudential’s rates. 























SINGLE PREMIUM FOR $100 MONTHLY ANNUITY 
ISSUE NEW OLD ~ PERCENT 
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Traditional Insurers, Agencies Need Active Merchandisers 


(CONTINUED FROM PAGE 7) 
problems of adding to its agency force 
numerous merchandiser who will com- 
pete with exclusive agents in selling 
the mass personal lines. This company, 
through a loan-aid program, is help- 
ing existing agents to bring a recruit 
into the operation. In addition, this 
company is making funds available to 
individuals to establish themselves 
in the agency business. 

This program is designed to meet 
the challenge of the exclusive agency 


companies in automobiles, homeown- 
ers and A&S. The young agents re- 
ceiving financial aid are urged to stick 
to the personal lines for the first few 
years and to spend the bulk of their 
time out making calls. Furthermore, 
they are assigned production sched- 
ules. They are required to make at 
least 10 calls a day and to collect at 
least 200 expiration dates a month for 
personal visitation one month before 


cruits that it is necessary to work 
long hours and weekends. The stress 
is on fine-combing the personal lines 
market, and there is no undue empha- 
sis or highfalutin’ talk about profes- 
sional service where none is required. 
That will come later when _ these 
agents have progressed to the han- 
dling of risks which really need serv- 
ice. Meanwhile they observe the high- 
est standards in handling the more 


modest lines. 
Many observers have agreed that 


expiration. 
This company tells the young re- 
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The market is there. Christmas business is big business. a result of these gifts and the need for additional in- 


This year it is estimated at $150 million a week more 
than ’59 Christmas rush... perhaps the biggest Christ- 


mas volume ever. 


Christmas Club savings alone total about $1% billion 
annually, much of which your clients will receive as 
valuable Christmas gifts—jewelry, furs, cameras, sports 
equipment, refrigerators, TV sets, Stereo and Hi-Fi 
radio equipment, automobiles, and the like. 
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traditional companies are going to need 
the two types of agents—the profes- 
sional and the merchandiser. But most 
observers have not added that both 
types should be in one agency. True, 
a company could have several thou- 
sand agencies selling predominantly to 
the mass market, and many other 
agencies specializing in commercial 
lines and more complex personal ac- 
counts. But over the long haul such 
an agency plant might not match the 
performance of one with agencies 
staffed in depth. 


Feed Each Other 


For one thing, the personal business 

in an agency often feeds the commer- 
cial account and vice versa. With life 
and A&S being added to the general 
lines agent’s sales arsenal, this ex- 
pansion of accounts will be accelerated. 
An agency with staff in depth will 
therefore have many opportunities to 
solicit and capture the business of a 
more limited agency. 
“For example, one insurer group has 
pointed out to general lines agents how 
A&S can be used to break into the 
small business market and _ beyond. 
The group has developed for commer- 
cial clients employe benefit programs 
which offer big company benefits for 
small organizations with as few as 
five or 10 employes. 

An agent should have little trouble 
getting an employer’s permission to 
proceed with such an employe dis- 
ability plan, particularly since the em- 
ployer pays no part of the cost unless 
he chooses to do so. The employes are 
good prospects since they get protec- 
tion cheaper than they could buy it 
elsewhere, and the premiums are au- 
tomatically deducted from their pay 
checks. The agent has no collection 
problem. Under one roof, the agent 
can write and earn commissions on as 
many as 24 individual A&S policies in 
a single case. In addition he has en- 
tree to the employes’ other personal 
business and to that of the employer 
and executives. 


Other Considerations 


A large agency concentrating on 
commercial business and higher value 
personal accounts can rock along for 
years, but it will be missing out on 
many sales opportunities in the mass 
market. It will lose contact with pres- 
ent buyers of the basic personal pack- 
ages who, over a period of years, will 
progress to positions of importance in 
business or own their own establish- 
ments. They will become commercial 
buyers and their personal accounts 
will be more extensive. Their busi- 
ness will then need and be worth pro- 
fessional attention. 

The agency handling all types of 
business with specialists in each area 
will also be a more economic unit from 
a company standpoint in providing 
service, in accounting and in other 
areas. 

Perhaps the most important advan- 
tage of an agency with both profes- 
sionals and merchandisers on the staff 
would be the prospect of putting for- 
ever to rest the current squabbles about 
direct billing and continuous policies 
and their alleged threat to the agent’s 
independence. If an agency had a mass 
market division with young, aggres- 
sive merchandisers selling the personal 
lines on an unremitting schedule, that 
agency might find that business would 
snowball and make company relief in 
mechanical handling not only accept- 
able but almost welcome. 

Meanwhile the more skilled mem- 
bers of the agency would be freed for 
the professional service on accounts 
which really need it and which pro- 
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duce premiums sufficient to justify it. 
These accounts have not been and are 
not likely to be the subject of direct 
billing arguments. Moreover, in serv- 
ing them, the agent is dealing with an 
insurance buyer or at least with a 
business man who recognizes the value 
of the agent’s service. The agent’s iden- 
tity is established firmly and his serv- 
ice is cherished. 


Agents vs Agents 


Thus, with a two-ply operation in 
depth, the agency would preserve all 
of the traditional values of independ- 
ent operation which agents currently 
regard as under attack. The secret of 
preservation of those values and of in- 
dependent status is a broadened oper- 
ation, application of professional skills 
to the risks which need them, and rel- 
egation of mass business to the rea- 
listic level of sales and handling where 
the competition of the exclusive agen- 
cy companies can be met. Included in 
this prescription is hard work—an idea 
about as popular as crab grass. 

In current debates in the business 
there is one glaring fact that is sel- 
dom mentioned: Independent agents 
compete with each other. Convention 
talks might lead one to believe that 
independent agents are competing only 
with exclusive agents. 

But independent agents can be left 
stone cold dead in the market by their 
colleagues in the traditional system. 
This is a possibility worthy of any 
agency operator’s time and thought. 
An agency with a staff in depth, in- 
tent on getting its full share of all 





Moving Trampolines, Added 
Credit Cover Not Marine 


The committee on interpretation has 
ruled that coverage on trampolines 
cannot be classified as inland marine 
where the trampolines are moved 
from their pits during threatening 
weather and whenever the amuse- 
ment enterprise is closed for brief 
periods. 

The committee has also ruled as in- 
consistent with the marine definition 
a proposed change in one section of 
the PPF. The change would add credit 
cards and credit plates to the section 
in question which provides $500 cov- 
erage. It would also include reimburse- 
ment of money actually paid by in- 
sured, due to his legal liability, for 
purchases or charges made with lost 
or stolen credit credentials when their 
use was accomplished by forgery of 
insured’s signature. 


New Lannan & Co. President 


Michael J. Lan- 
nan has been elect- 
ed president of 
Lannan & Co, 
Chicago brokers. 
He has been exec- 
utive vice-presi- 
dent for two years. 
Russell V. Lannan 
is chairman of 
Lannan & Co, 
which has offices 
in Pittsburgh and 
the Twin Cities. 





Michael J. Lannan 


Bonner In So. Cal. Field 


B. R. Bonner has been named a field 
representative of Standard Accident 
in southern California. He began his 
insurance career with Pacific Indem- 
nity in 1957 as a casualty underwriter. 
He joined Standard Accident’s south- 
ern California branch office in 1959 as 
an automobile and multiple line casu- 
alty underwriter. 
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markets, secure in the knowledge that 
it is providing professional service 
where warranted, and taking advan- 
tage of company help in grinding out 
the mechanical and expensive detail 
in connection with mass lines, is an 
even more frightening competitor to 
the average independent agent than 
is the exclusive agent—today’s most 
feared bogeyman. In fact, an inde- 
pendent agency in depth will send 
shivers up the back of the bogeyman 
himself. He knows that such an agen- 
cy can give him a run for his money 
in personal lines and is already sitting 
pretty with commercial accounts—his 
next objective. 


Consider Merchandising Function 


The realistic agency operator—con- 
cerned with the preservation of his 
business rather than with the main- 
tenance of meaningless prerogatives 
—might do well to consider extending 
his agency in depth by adding to his 
professional performance a merchan- 
dising function. Helping hands are 
being held out to the agent who is 
ready to make this move. In those 
hands are company funds to finance 
the agency recruit. 
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New Maryland Casualty 
Unit Is Under Barton 


Thomas B. Barton has been named 
director of a newly-created manage- 
ment development division of Mary- 
land Casualty. snainl 

Working in coordination with the 
personnel division of the company, he 
will have responsibility for the estab- 
lishment and direction of a complete 
management development program, 
including all phases of the company’s 
recruiting and educational activities. 
Mr. Barton joined the company in 1941 
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and since 1943 has been manager of 
the Tampa claim office. 

Edward E. Johnston Jr. has been 
named to succeed Mr. Barton in Tam- 
pa. He started with the company in 
1937 and for the past two years has 
been assistant manager of the Chicago 
claim division. 

Financial Indemnity and Golden 
Rule Underwriters have opened a 
newly combined specialty auto insur- 
ance office at 445 East 2nd South, 
Salt Lake City. Dean Robinson and 
Philip Granere will direct operations. 


Hines Winds Up Long 
Career With American 


Carlton Hines, vice-president of 
American, is retiring at his own re- 
quest, Dec. 31, five years earlier than 
the mandatory retirement age of 65. 

Mr. Hines recently marked his 30th 
anniversary with the group. Before 
joining American Automobile, now 
part of American group, he was man- 
ager of the casualty department of an 
agency in Fort Worth, Tex. Following 
field assignments in American Auto’s 
Newark and New York branches, he 





You can count on Continental 
to write AsHon... 


Every step counts when you’re a highwire artist—and highwire artists can count on Continen- 
tal for Accident and Health Insurance. We’re just as happy to write A&H on the tightrope 
walker as on the man with both feet on the ground and shoes in hand, tiptoeing in after a long 


poker session with the boys. 


See your nearest Continental Agent or Branch Representative for complete information on 
any of our A&H products—Loss of Income . . . Hospital . . . Medical .. . Accidental Death... 
Travel, etc. Individual and Group coverages are available for Standard and Impaired Risks 


and People Over 65. 
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was made superintendent of agents at 
the St. Louis head office in 1934. He 
was elected a vice-president in 1939 
and subsequently has had senior re- 
sponsibility in several important areas 
of the group’s headquarters operation. 


Air Trip Cover Rates 
Lower At D. C. Airport 


Federal Aviation Agency has signed 
a contract with Tele-Trip Co., a sub- 
sidiary of Mutual of Omaha, which 
substantially lowers the cost of air 
trip coverage for domestic passengers 
departing from the agency-operated 
Washington National Airport. The five- 
year contract, effective Dec. 1, will also 
apply to Dulles International Airport 
when it is opened. 

Under the new agreement, standard 
rates are down to 2% cents a thousand 
from 3% cents. E. R. Quesada, FAA 
administrator, said the new contract 
is the result of an excellent safety re- 
cord in air travel. 

The contract forbids the concession- 
aire from selling coverage in excess 
of $150,000 per individual. It further 
prohibits the sale of annual and other 
long term trip policies at the airports. 


N. Y. Stock Brokerages 
Suffer Big Surety Losses 


Surety losses amounting to $832,574 
have occurred as a result of two large 
losses in each of two member firms of 
New York Stock Exchange. One of the 
firms lost $219,574 as a result of an 
embezzlement in which there were 
several arrests. The same firm lost 
$111,000 worth of bills and notes which 
mysteriously disappeared. 

In the second firm, $106,000 worth 
of treasury bills and notes disappeared. 
The other loss involved $396,000 in 
corporation securities of private issue, 
again through mysterious disappear- 
ance. 

Fidelity bonds on the first firm were 
written by Hartford Accident and on 
the second firm by Fidelity & Casualty. 


Hartford Fire Makes Five 
Changes On Pacific Coast 


Hartford Fire reports several 
changes in its Pacific department. 

William J. Quinn Jr., at the Phoe- 
nix office for the past two years, has 
returned as special agent to San Jose 
replacing Vernon Kisner who is trans- 
ferred to San Francisco. Also at San 
Jose, George Randolph has been ap- 
pointed fire and marine office under- 
writer and rate supervisor, and Lloyd 
Hansen, formerly office underwriter, 
has been transferred to Oakland in 
the same capacity. 

Carl M. Easterling has been named 
payroll auditor-engineer for Arizona 
at Phoenix. 


Agents Answer Insurance 


Queries On Radio Program 


An “Insurance Clinic” is being spon- 
sored this year by Portland (Ore.) 
Assn. of Insurance Agents over Port- 
land radio station KEX. The program 
is a public interest type in which a 
panel of three agents answers questions 
on the property field phoned in by lis- 
teners during the 55-minute broadcast. 


Michigan Field Men To Meet 

John L. Rose, public relations di- 
rector of the Burroughs Corp., will ad- 
dress the Dec. 13 meeting of Michigan 
Capital Stock Insurance Assn. at De- 
troit. He will speak on “Public Re- 
lations in the Insurance Business.” 
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Discuss Agency Hiring Of Solicitors 


(CONTINUED FROM PAGE 18) 
put on another solicitor until it gets 
$50,000 more in premiums to assign 
to him, but in the long run he be- 
lieves this method pays. 
Does the solicitor own those renew- 


als if he leaves the agency? After five 
years he can do anything he wants 
with them, Mr. Turney replied. 


Mr. Watson recommended getting 
prospective solicitors young and put- 


ting them in the office. Then they can 
grow into solicitation. The agency pays 
45% of the commission it gets to the 


solicitor. He owns the business—and 
he needs security as much as the 
agent. In the proper agency climate, 
he won’t leave. The agency takes the 
contingents. It does not furnish the 
solicitor a car, but doesn’t need to in 
A GENCY M ANAGERS L| MITED his community. The agency doesn’t 
provide entertainment expense money 
BEN D. COOKE—PRESIDENT and the solicitor absorbs his own bad 

debts. At first, the agency supplied 

EAS AIOE LANE OC BOE PRO See the solicitor with customers but quit 
that because it found the solicitor then 
stayed in the office. The agency’s so- 
licitors make up to $15,000 a year, and 
he said he has a competitor whose 
solicitors make up to $20,000 a year. 


His agency has a premium volume of 
CASUALTY REINSURANCE UNDERWRITERS more than $1 million in a town with 
FOR THIS GROUP OF COMPANIES a population of 35,000. 


If the agency sets realistic specifi- 
cations on the solicitor, and then trains 
and supervises him, it will have little 


turnover. 
THE NORTHERN ASSURANCE COMPANY, LTD. Would the use of visual aid projec- 
CITIZENS CASUALTY COMPANY OF NEW YORK — peng anctggag cad — of a 
AMERICAN HOME ASSURANCE COMPANY - » Work in Hre-casualty, p 


haps in the sale of homeowners? 


THE CONSTITUTION INSURANCE CORPORATION OF NEW YORK] ar. Fergason said such an aid is a 
SKANDINAVIA INSURANCE COMPANY, LTD. big asset. Three or four insurers have 
THE UNITY FIRE AND GENERAL INSURANCE COMPANY films or will make them up for agents. 


However, Mr. Watson said that if 
the solicitor is deaf and dumb, the 
visual aid might be a help. 

One company representative sug- 
nine 6geasted that many of the best insur- 
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coverages. 
Fire Owners, Landlords, and Tenants Liability 
ir 
Fidelity and Surety Manufacturers and Contractors 
Comprehensve General Garage Liability 
Liquor Liability 


Automobile 


. Retrospective Contracts 
Reinsurance 


(a) Physical Damage 
(b) Auto Liability 


Excess Limits 





EMPIRE MUTUAL INSURANCE COMPANY 


220 South 16th Street 
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ance salesmen are door-to-door suc- 
cesses not afraid of doorbells. Tele- 
phone solicitors make good salesmen 
and are sought by Liberty Mutual. 

Mr. Venema said his agency has a 
former Allstate man who is doing well. 
The Keyser agency uses a good basic 
contract providing for salary and com- 
mission and a division of profits at 
year end. 

How about stock in the corporation 
for solicitors? 

Yes, Mr. Watson said—unless the 
agent has a son who is coming into 
the business. The solicitor’s ownership 
increases with the years. He said his 
agency had hired a former direct writ- 
er salesman but he didn’t fit in. 


GI Bill Training 


He trained his solicitors under the 
GI bill, he said. 

Good salesmen take money to get, 
L. H. Brown of Wichita observed. His 
agency has five solicitors. It pays them 
$350 a month with $50 a month car 
expense and 50% of the commission 
that runs over the $350 a month fig- 
ured on a 50% commission basis. 

It is said that the agency can’t pay 
a solicitor more than 50% of the 
commission and make money. 

One successful agent said he 
switches accounts from solicitor to 
solicitor each year. 

Mr. Fergason said that the fear of 
agencies that they will lose a lot of 
business when a solicitor leaves them 
is exaggerated. If a solicitor can take 
10 to 15% of the business he has 
been writing when he leaves, he is a 
miracle man. 

What if the solicitor dies, what hap- 
pens to his business? Mr. Watson 
would pay the widow for it. 

Mr. Fergason said that Robert Max- 
well’s agency at Texarkana has a 
number of solicitors. The agency starts 
a solicitor by turning over to him 
$50,000 worth of business. It has not 
had a man leave in 12 years. 

The average solicitor can handle 
$75,000 to $125,000 premiums a year 
and earn $10,000 on that amount. How 
can an agency get a good man for that 
little money, one agent asked. 


Brokers Express Views On 


More Flexible Rate Laws 


At a meeting in Philadelphia, the 
governing committee of National Assn. 
of Insurance Brokers approved a state- 
ment concerning the model rating bill 
submitted to the commissioners by 
National Assn. of Independent Insur- 
ers. The brokers already had recom- 
mended state regulation under more 
flexible laws than the all industry 
type, with provisions similar to most 
of those incorporated in the NAITI 
proposal, in statements to the Gerber 
committee. 

The NAIB_ governors’ authorized 
Secretary Barclay Shaw to accept 
membership on the all industry com- 
mittee to review the present draft of 
the uniform non-admitted insurers act 
proposed by National Assn. of Insur- | 
ance Commissioners. A meeting of this 
all industry committee was held in 
New York just ahead of the NAIC 
meeting. 

Mich. Claim Service Changes 

Several offices of Michigan Claim 
Service have moved to larger quarters: 


SS | 
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Grand Rapids to 1174 Madison Ave- 
nue S.E.; Kalamazoo to 414 South Park |; 
Street; Benton Harbor to 883 Broadway | 
Street; Sault Ste. Marie to 808 Ashmun 
Street, P. O. Box 305, and Muskegon to 
819 Apple Street. 
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INSURANCE 
TO FIT THE NEED 








How many insured 
know about the 


REPLACEMENT 
COST FEATURE 


under Homeowners? 


/ Few homes have a mar- 

ket value approximating 
the cost of rebuilding at cur- 
rent prices. When insured only 
for actual cash value or less, 
the gap between replacement 
cost and what the policy would 
pay can be quite serious. Unless 
you tell them, how many of 
your insured know that the gap 
can be closed in a Home- 


owner’s policy? 
/ While they have to use 
good judgment in select- 
ing the individuals for whom 
they write full replacement 
cost, “Shelby” agents believe 
in protecting their 
They are selling Homeowners 


insured. 


on a replacement cost basis 
wherever they can. 


INSURANCE COMPANY 
o% SHELBY, OHIO 


NON-ASSESSABLE 
FIRE & CASUALTY 








SINCE 1894 


Coats « Burchard 


COMPANY 


Appraisers 


e Appraisals for correct 
insurance coverage and 
proof of loss 

e Depreciation studies 

e Property ledgers 


4413 RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 
SERVICE —COAST TO COAST 


FieNATIONAL UNDERWRITER 


Urges More Writing 
Of War Risk Covers 


By Marine Insurers 


Admiral Ralph E. Wilson (retired), 
chairman of the Federal Maritime 
Board and marine administrator of the 
U. S. Department of Commerce, is 
hopeful that members of American 
Institute of Marine Underwriters will 
substantially increase war risk hull 
writings. In a talk at the institute’s 
annual dinner in New York he said 
that under certain conditions the gov- 
ernment might go into the business 
direct. 

Adm. Wilson said that the maritime 
administration will assume hull and 
war risk coverage on the nuclear ship 
Savannah. He anticipated that “some 
coverage” on this vessel will be pro- 
vided by private insurers. An adequate 
P&I market and at least a limited 
market for nuclear liability protection 
should provide a challenge to the 
American market as well as an op- 
portunity to pioneer in a new form of 
marine coverage, he observed. 

The maritime administration is ex- 
tending all binders under the interim 
war risk insurance program for hulls 
for a further three month period after 
Dec. 7, Adm. Wilson noted. In future, 
maritime authorities propose to restrict 
binders on foreign flag ships to those 
registered under Panamanian, Hondur- 
an and Liberian flags when beneficially 
owned by U. S. citizens or under long 
term charter to U. S. citizens, where 
such ships are committed to be made 
available to the U. S. in an emergency. 


Eyes Subsidy Program 


Adm. Wilson expressed concern at 
the constantly increasing costs of the 
government’s subsidy program for 
American shipowners. “We do not hold 
underwriters solely responsible for 
these mounting costs, for we realize 
that the benefits under the Jones act 
and the requirement that subsidized 
ships be repaired in American yards 
create in themselves a substantial dif- 
ferential in costs between U. S. flag 
owners and those of other nations. 
However, the problem of ever-increas- 
ing costs must be borne in mind be- 
cause if costs continue to mount, there 
may come a time, perhaps sooner than 
we think, when our whole subsidy and 
assistance programs are placed in 
serious jeopardy. There may well be a 
limit to the amount of subsidy 
the American people are willing to 
pay,” he declared. 

Study will continue on government 
provision of war risk builders risk 
‘coverage during the  pre-launching 
construction period of all ships, Adm. 
Wilson explained. He noted that the 
wisdom of continuing this program is 
doubtful, since no other property on 
shore at present enjoys this form of 
protection. Recently, the maritime 
board deleted from contracts the re- 
quirement for war risk builders risk 
cover on ships under construction un- 
der Title V, but the builder or owner 
may buy coverage for his own account, 
Adm. Wilson said. 


American Reliable 
Holds An Open House 


American Reliable of Minneapolis 
held an open house to mark occupancy 
of its new home office building. Guests 
included Minnesota Commissioner Ma- 
nusson, Deputy Commissioner Haveson, 
and general agents from North Da- 
kota, South Dakota, Montana, Iowa, 
Colorado, Arizona, Wisconsin and Ok- 
lahoma. 
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Our 
not-so-secret 
recipe 





Bouillabaisse or beef stew, it’s the proper proportion of ingredients 
that turns a dish into a delight. That we have been serving (and 
most always, delighting) brokers for 36 years is, we think, a 
tribute to our recipe: liberal commissions, attractive dividend and 
deviation plan, speedy and efficient service, sound financial status 
. and a heaping office-ful of that vital ingredient—know-how. 
© Our deviation arrangement and liberal commis- 
sion make Public Service insurance easier to sell. 
20% DEVIATION: General 10% DEVIATION: Automobile 
liability in all forms bodily injury and property dam- 
age liability; all classes. 
SPECIAL DIVIDEND PAYING: 


Workmen’s Compensation 


15% DEVIATION: Fire and 


Allied Lines 











MUTUAL INSURANCE CO. 
Home Office 
10 Columbus Circle, N. Y. 19, N. Y. 
36 years of public service 

WM. E. DANDRIDGE, Agency Supt. * Hempstead; 138 Front St., ROBERT ZMOOS, 
Mgr. * New Rochelle; 245 Hugenot St., WM. E. BYRNE, Rep. * Rochester; 10 Gibbs 
St., WM. C VanVECHTEN, Mgr. + Buffalo; 907 Morgan Bidg., JOSEPH MURPHY, 
Rep. * Syracuse; 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. + Miami; 
1103 So. Miami Ave., THOMAS H. RIGGINS, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 








MUNICH 
REINSURANCE 
COMPANY 


UNITED STATES BRANCH 





Multiple 
; Line 
Reinsurance 


EXECUTIVE OFFICE 
410 PARK AVENUE + NEW YORK 22, N.Y. 


SOUTHERN AND FACULTATIVE DEPARTMENT 
1375S PEACHTREE STREET, N. E. ATLANTA 9, GEORGIA 
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DEVENOBINGENEWECONCERIS 


...our Agents and 
Phoenix of London Group— 
ie * a time-tested 


MC LeUEL IT 
partnership. 





Build your future with... 


PHOENIX OF LONDON GROUP 
55 Fifth Avenue New York 3,N.Y. 
Phoenix Assurance Company of New York 


London Guarantee & Accident Company, Ltd. 
The Union Marine & General Insurance Company, Ltd. 





providing protection for more than seven quarter centuries 


FieNATIONAL UNDERWRITER 


Anstey, McKernan 
Advanced By NAUA 


National Automobile Underwriters 
Assn. has named M. P. Anstey and 
Thomas J. McKernan assistant secre- 
taries. 

Mr. Anstey joined NAUA in 1956 
after three years with Mutual Bureau. 
Mr. McKernan, with NAUA since 1958, 
was previously with Inter-Regional 
Insurance Conference, assisting in the 
development of fire and allied policies. 
Prior to that he was director of educa- 
tion of National Assn. of Insurance 
Agents and earlier was associated with 
Atlantic Mutual. 


New Officers Elected By 
Chicago Casualty Managers 


New officers were elected by Assn. 
of Casualty & Surety Managers of Chi- 
cago at the annual meeting this month 
in the Union League Club. Clyde A. 
Winkler, Yorkshire, was named presi- 
dent to succeed Frank D. Whipple, 
Aetna Fire. 

Fred A. Miller, Royal-Globe group, 
is vice-president; P. J. Lynch, Stand- 
ard Accident, secretary-treasurer, and 
Harry T. Helton, American Surety, as- 
sistant secretary and treasurer. The 
executive committee includes Mr. 
Whipple and D. M. Spencer, Ohio Cas- 
ualty; Robert H. Kitchen, Phoenix of 
London; Donald K. Weiser, Aetna Cas- 
ualty; W.H. Rutherford, Hartford Ac- 
cident; F. E. Dougherty, Glens Falls, 
and N. H. Ansorbe, Hanover. 


Carr Named IIHS Aid 


K. Lewis Carr, deputy insurance 
commissioner of Florida, has been 
named to direct the public education 
services of Insurance Institute for 
Highway Safety in Florida. He will be 
located in Tallahassee and will do 
liaison work with state officials and 
citizen leaders of the traffic safety 
work IIHS is doing in that state. 

In addition to his duties as deputy 
commissioner, Mr. Carr assisted Com- 
missioner Larson in the latter’s capa- 
city as chairman of the Florida citizens’ 
advisory committee on highway safety. 

Florida is one of three states in 
which IIHS is providing direct assist- 
ance to the official traffic safety pro- 
grams. 








THE HANOVER 
THE FULTON 


CHICAGO: 








The Hanover’s “4 way” program 
for superior agency service: 


@ experienced, informed 
field representatives; 


@ underwriting geared to the needs 
of top-flight agencies; 


© prompt and efficient claims service; 


@ close attention to local and 
regional needs. 


The Hanover Group 


INSURANCE COMPANY 
INSURANCE COMPANY 


HOME OFFICE: 111 JOHN ST., NEW YORK 38, N. Y. 
SAN FRANCISCO” - 
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Comments On Cover For 
Lessor-Lessee Exposure 


Buyers and producers have a good 
understanding of how to use insurance 
to protect owned property from damage 
and liability, but both lack this under- 
standing when it comes to contractual 
obligations assumed between lessor 
and lessee, according to William H. 
Crandall, Aetna Fire manager at St. 
Louis. 

Speaking at a seminar for buyers at 
Washington University, Mr. Crandall 
said that this is usually a buyer’s prob- 
lem because the producer can only 
come up with a general hypothesis 
until the lease conditions are known to 
him. The buyer must share his prob- 
lems with his broker or agent so that 
an effective insurance program may be 
instituted. 

Mr. Crandall cited some examples 
of values created or limited by lease 
contracts to illustrate the types of loss 
exposures that may result for lessor 
and lessee. Among the items he men- 
tioned, air conditioning and refrigera- 
tion systems are comparatively new 
on the American business scene. These 
systems create liability exposures 
through their operation, such as dam- 
age from refrigerant leakage or ex- 
plosion. 

Commenting on sprinkler leakage 
liability, he said leases are often silent 
concerning fixing responsibility. This 
usually means that the coverage has 
been overlooked. He noted that sprink- 
ler leakage liability is excluded from 
the general liability policy and must 
be handled as a separate item. 

Mr. Crandall also discussed the dif- 
ference between water damage liabil- 
ity and sprinkler leakage liability. The 
former is also excluded from the gen- 
eral liability pelicy and must be treated 
by endorsement or by a separate com- 
panion policy. 


Gold Runs Far Ahead 
Of Ticket In N. C. 


In the recent election, Commission- 
er Gold of North Carolina polled the 
highest number of votes of any candi- 
date for a council of state position. 

This is the first time that an insur- 
ance commissioner has led the council 
of state ticket. Besides showing that 
Mr. Gold is solidly entrenched, the 
vote has led to growing speculation 
that the evidence of his popularity 
may cause him to eye bigger things, 
perhaps the governorship, in future 
elections. 

Mr. Gold received a total of 788,339 
votes. In contrast, John F. Kennedy, 
who won North Carolina’s electoral 
vote, polled 713,318 votes, while Terry 
Sanford, the new governor, received 
735,248. 


Washington, D. C., CPCUs 
Get Set For 1961 Annual 


Washington, D. C., chapter of CPCU, 
which will be host to the 1961 an- 
nual meeting and seminars of the na- 
tional society, has appointed commit- 
tee chairmen to prepare for those 
events. 

Chairmen named are Walter D. 
Neighbors, Ralph W. Lee & Co., con- 
ferment luncheon; Henry A. Kroll, 
Mutual agency, general; Louis E. 
Dwyer Jr., Office of Naval Material, 
publicity; H. T. Beuermann, H. L. 
Rust Co., entertainment; Morris W. 
Wells, Mutual agency, budget and fi- 
nance; Eugene Fields, Aetna Casualty, 
arrangements, and Lowell E. Seim, 
Howard & Hoffman, assistant regis- 
tration. 
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HeNATIONAL UNDERWRITER 


Advocate Census Method For Making Auto, HO Rates Simpler 


(CONTINUED FROM PAGE 9) 

issue on non-audited automobile busi- 
ness. Even with modern electronic data 
processing equipment the calculation of 
earned exposures for all the classifica- 
tion breakdowns by this procedure is 
at least tedious and most likely not 
practical for an individual company. 


Simplified Procedure 


The census method, he said, uses the 
calendar-accident year approach but 
uses a simplified procedure for develop- 
ing the earned exposure for the calen- 
dar year. Instead of trying to calculate 
as accurately as possible the earned 
exposure over the calendar year 1960, 
a census can be taken of the number 
of automobiles actually insured in the 
classification on July 1, 1960. Under 
normal circumstances this will be as 
accurate a measure of the exposure as 
the more complicated method described. 
However, if greater accuracy is re- 
quired, take the mean of the number 
of automobiles insured on Jan. 1, 1960, 
and Jan. 1, 1961, or even use three 
tabulations of the automobiles insured 
—or censuses. of the in-force as they 
are better described—one at Jan. 1, 
1960, one at July 1, 1960, and one at 
Jan. 1, 1961. For detailed classifica- 
tions the greater accuracy obtained by 
using more than one census is a will- 
o-the-wisp because the loss data can- 
not be sufficiently credible. Where 
total exposure in all classifications is 
required, more than one census may be 
used or a control maintained with 
accurately calculated earned premi- 
ums. With the census method term 
does not enter into the development of 
exposure; canceled policies are simply 
excluded and endorsements can be 
ignored. 

For a company maintaining an in- 
force tape or punched card file the 
method should be considerably cheaper 
and the classification codes will be 
really accurate since all, or practically 
all, the classification coding needed for 
rate making will be included in the 
in-force file. Even for a company with 
more old-fashioned records’. there 
should still be appreciable savings. 


Accuracy Fully Tested 


It may be remarked that the census 
method has been used for many years 
for the investigation of the mortality 
of insured lives and its accuracy has 
been fully tested in this field. 

Mr. Longley-Cook then described the 
application of the census method when 
no detail in-force file is maintained. 

One difficulty inherent in the present 
bureau statistical plan for automobile, 
he added, can easily be rectified. At 
present the policy term is recorded by 
code along with the number of car- 











309 W. JACKSON BLVD. 


months of exposure. Under the census 
method car-months are not needed. 
The number of cars is used. It is neces- 
sary to distinguish readily between 
two cars insured for six months and 
one car insured for a year, each of 
which have 12 car-months exposure. 

He took note of the progress certain 
companies have made in simplifying 
the development of statistical data. 
While some companies have been con- 
tent to take their standard procedures 
and put them into their electronic 
program, others have made radical 
changes. Since electronic programs are 
generally keyed to a monthly cycle of 
recording, the preparation of a statisti- 
cal tape, corresponding to the file of 
statistical cards previously developed, 
can be avoided if the portion of each 
statistical report corresponding to each 
month’s writings (including endorse- 
ments and cancellations) is developed 
each month. This avoids all sorting of 
the data from the production order in 
which it is kept: Sorting is an expen- 
sive electronic processing procedure. 


Earned Exposures 


For each report a tape will be main- 
tained showing earned exposures, 
losses and other information to be 
shown on the final report. This tape is 
fed to the memory units of the machine 
once a month and all additions and 
subtractions to the report resulting 
from the month’s operations incor- 
porated. The data are then returned to 
tape form. In the method the actual 
earned exposures for the current and 
subsequent calendar years will be 
recorded so that no record of unearned 
premiums or unearned exposures has 
to be kept. For some reports the num- 
ber of classifications presents a capa- 
city problem. This can be overcome by 
recording about 90% of the business in 
the main classification and taking the 
remainder to an exception tape for 
further analysis. 

These procedures are directly ap- 
plicable to the census method. The 
development of the contributions to a 
census at a particular date from each 
month’s writings and cancellations is 
more simple than the development of 
the contributions to the earned ex- 
posure for a particular year. 

He suggested that for practically all 
lines of business all monetary endorse- 
ments other than endorsements at is- 
sue and audit premiums should be 
coded only to state and major lines of 
business and excluded for all classifi- 
cation studies. All premiums on such 
endorsements could be _ considered 
earned when written so they will not 
be involved in unearned premium re- 
serve calculations. 


FIRE * CASUALTY 


REINSURANCE 


Under present statistical procedures 
the calculation of earned premiums for 
all classification breakdowns is in- 
tolerably involved, he said. The census 
method would allow a proper pure 
premium approach to homeowners rate 
making if the amounts of dwelling 
insurance were recorded, either exact- 
ly or in fairly narrow intervals. At 
present the standard statistical plan 
provides only for broad group classifi- 
cation of amounts of insurance. How- 
ever, many will desire to continue the 
loss ratio approach. In applying the 
census method to calculate earned 
premiums for this approach a census of 
premiums in force is required. Here 
either three year or one year premiums 
can be used but not a combination of 
both without first dividing the three 
year premiums by three or multiplying 
the one year premiums by three. When 
there is no in-force record, the original 
premium, recorded by many companies 
on their cards for canceled business, 
must be used for the census of the 
premiums in force. Otherwise the 
method involves no new problems and 
could readily be used by an individual 
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company and should not be difficult 
for bureau operations. 


Auto Merit, Package Plans, 
Rate Change Filed In Va. 


National Bureau and Mutual Bureau 
have filed the merit auto plan in Vir- 
ginia, and, together with Virginia In- 
surance Rating Bureau, have filed the 
new package auto policy. 

The bureaus also filed for a state- 
wide increase in rates of 12.2% on li- 
ability and 8.69% on PHD. The filings 
call for rate increases of 14.1% on BI, 
9.1% on PDL, and 17.5% on compre- 
hensive. Collision rates would be re- 
duced an average of 16.3% on $50 de- 
ductible and reduced 16.8% on $100 
deductible. 


Hornby In Buyer's Post 


Frank Hornby Jr. has been ap- 
pointed insurance manager of J. P. 
Stevens & Co., New York textile firm, 
to succeed the late C. Stanley Hamil- 
ton. 

Mr. Hornby has been in insurance 
work with Ebasco Services, Bankers 
Trust Co., and U. S. Industries. 
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YES...SHAW HAS IT... 


ALL-RISK 
FUR AND JEWELRY 
COVERAGE! 


A. F. Shaw & Company now has avail- 
able a market for those difficult-to-place 
fur and jewelry risks. Here is the cover- 
age that producers urgently need today. 


GET THE FULL STORY RIGHT 
AWAY ON THIS ALL-RISK PLAN... 
Our Lloyd’s Department has the com- 
plete details. Call today. 


= ARSHAWS CO, 


EXTENSIVE MARKETING FACILITIES 
Insurance AGENT 
staves] vou /rest 175 W. JACKSON BLVD. « 


CHICAGO 4 + WABASH 2-1068 





FIDELITY * SURETY 


Security Mutual Casualty Company 


CHICAGO 6, ILLINOIS 























USEFUL AS YOUR CALENDAR 


and just as necessary for— 


INSURANCE COMPANIES 


OFFICIAL MOBILE HOME 
MARKET REPORT® 


Contains this vitally needed data— 


e Make, Cash and Market values of more than 225 Mobile 
Homes (up to 10 years old) 


e Summary of Mobile Homes laws for all states and District of 


Columbia 


e Directory of Mobile Home manufacturers 


* JANUARY 1961 (73rd Edition) ready now—$3.00 
Order from Dept. NU-9 


RECORDING & STATISTICAL CORPORATION 


176 Broadway . New York 3, N. Y. 








NEW ‘ALL-IN-ONE" MOTEL POLICY 


| 
NEW PREMIUM 


OPPORTUNITIES 
ate knocking at yout doo... 


with our new, “all-in-one” 

motel policy. Fitted to your 

client’s needs, there are no 

unnecessary “musts” in this 

policy, no over-lapping, no va- 
| cancies in coverage. Motel 
| owners go for this modern 
|| policy with its broad features 
| at lower cost. 








Write today for details on our 
“ALL-IN-ONE” motel policy. Compare 
it with others. You'll be proud to 
recommend this streamlined insurance 
oackage 











NEW HAMPSHIRE > 
INSURANCE GROUP/ 


\NEW HAMPSHIRE INSURANCE COMPANY \ 
GRANITE STATE INSURANCE COMPANY 


Manchester, New Hampshire 
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Carpen Ends Long 
Reinsurance Career 


Stanley H. Carpen has retired as 
vice-president and secretary of Metro- 
politan Fire after 47 years in the 
business. He began his career with 
Hartford Fire in 1913 and joined 
Metropolitan Fire and the affilated 
Northeastern in 1917. He was named 
secretary and treasurer in 1939 and 
vice-president and secretary in 1946. 

Mr. Carpen will continue as a di- 
rector of Metropolitan Fire and as 
first vice-president, secretary and di- 
rector of Transatlantic Securities of 
Hartford. 


Basdeka Senmafeued 
To Toronto By Fund 


Fireman’s Fund has _ transferred 
Dwan P. Basdeka from San Francisco, 
where he has been inland marine su- 
perintendent, to Toronto as inland 
marine manager for the Canadian de- 
partment. 

He joined the company in the in- 
land marine department in 1953, and 
since 1959 he has been superintendent 
at San Francisco. 


N. C. Hearing Set Dec. 14 
On Auto AR Plan, UM Fund 


A hearing on North Carolina Com- 
missioner Gold’s proposals for an auto 
liability security fund and for con- 
centrating assigned risks in a single 
insurer will be held in Raleigh on 
Dec. 14. It is the second hearing on 
the matter. 

At a hearing on Sept. 20, the as- 
signed risk proposal was criticized. In 
the meantime, according to reports, 
the commissioner has not changed his 
views. It was suggested the fund would 
be established by a 1% levy on auto 
liability premiums for a single year and 
would be replenished through further 
levies only when necessary. 

At the earlier hearing the commis- 
sioner indicated he had an open mind 
on whether the assigned risks would 
be written through an existent com- 
pany or through an insurer set up 
specially for the purpose. 


N. Y. Agents Seek Permanent 


Freedom Of Contract Law 

New York State Assn. of Insurance 
Agents has urged its members to con- 
tact legislators before Jan. 1, 1961 and 
point out that the 50,000 producers in 
the state need the freedom of contract 
law as permanent legislation to pro- 
tect their livelihood. 

Members are particularly urged to 
communicate with Sen. Condon’s joint 


legislative committee on rates and 
regulation. 
The New York association main- 


tains that without the freedom of con- 
tract law, agents can expect that fu- 
ture rate filings will contain reduc- 
tions in acquisition cost or expense 
factors, leading automatically to com- 
mission reductions. Retention of the 
law will mean that companies will be 
unable to act in concert “to fix com- 
missions,” and the latter will depend 
on individual negotiation, the associa- 
tion contends. 

Commissioner Gold of North Caro- 
lina has approved a new workmen’s 
compensation classification for pulp- 
wood operators, effective Dec. 1. The 
rate will be calculated on a figure of 
$4 per cord instead of the actual pay- 
roll of operators. Previously, pulpwood 
operators were in the logging and 
sumber classification. 
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Dwelling Includes Land Beneath, Court Rules 


Landslide damage to a dwelling was 
construed by the federal district court 
at San Francisco to include the land 
upon which the residence was situated 
as well as the structure itself. The 
case was Pfeiffer vs General of Fort 
Worth, 10 CCH (Fire & Casualty )559. 
The policy included the all physical 
loss endorsement and covered damage 
from landslide to the “dwelling.” 

The Pfeiffers owned a home in Or- 
inda, Cal. They insured the dwelling 
for $26,000. The policy also provided 
$5,000 extra expense. The fact was 
established that restabilization of the 
land under the house would cost $23,- 
000 and repairs to the house $8,000. 
During the period following the land- 
slide and up to the time of the trial, 
the Pfeiffers spent more than $5,000 
renting other premises. 


Sole Question 


The sole question, the court said, 
was whether a policy insuring the 
dwelling against landslide covers the 
land under the house as well as the 
house itself. If “dwelling’’ encompasses 
the land, plaintiffs are entitled to re- 
cover in full; otherwise, they are en- 
titled only to have the home restored 
to its condition prior to the landslide 
damage. 

The insurer contended that the “re- 
placement cost” provisions of the pol- 
icy limit the company’s liability to the 
repair of the existing building struc- 
ture, which it estimated at $5,000. The 
company conceded liability for this 
amount. 

The court cited Rowson vs Rowson 
(Texas) in which it was held that “a 
description in contract of sale or lease 
of ‘dwelling’ or ‘house’ carries with it 
by necessary implication the real es- 
tate upon which the building is situ- 
ated and so much of the surrounding 
real estate as is necessarily incident 
to the use of the premises as a dwell- 
ing.” The court in the Pfeiffer case 
commented that this construction is 
consistent with the interpretation of 
“dwelling” in numerous other cases 
which hold that it includes the curti- 
lage or surrounding land. 


Examples Cited 


Examples cited were Dennis vs State 
(Alabama), and Massachusetts Audu- 
bon Society vs Ormand Village Im- 
provement Assn. (Florida). In Ham- 
ilton vs North American Accident (Ne- 
braska) insured died as the result of 
burns sustained while trying to put 
out a brush fire in the backyard. The 
fire did not reach any building. The 
policy insured against loss of life 
caused by “burning of a dwelling.” The 
court found against insurer, pointing 


out that “dwelling” is entitled to a 
much broader meaning than “dwelling 
house” or “dwelling building.” 

So, the federal court ruled in Pfeif- 
fer, “it is manifest that the land un- 
derlying the house must be encom- 
passed within the word ‘dwelling’ un- 
less the policy is to be interpreted as 
illusory. It appears to this court, and 
the court finds, that no amount of 
repairs to the present structure alone 
will cure the damage or replace the 
dwelling until the earth movement 
under the structure is stabilized.” 

Its ruling the court concluded, was 
made to “prevent the insurer from 
taking an unjust and unfair advantage 
of the insured and weakening the pur- 
pose for which the policy was issued.” 


Louisiana Field Men Elect 


Arthur Treimer President 

NEW ORLEANS—Arthur E. Treim- 
er, Fireman’s Fund, was elected presi- 
dent of Capital Stock Insurance Assn. 
of Louisiana at its annual meeting in 
New Orleans. 

Guest speaker was Rufus D. Hayes, 
Louisiana commissioner, who urged 
the insurance men to get messages of 
traffic safety across to the public more 
emphatically than in the past. 

Other new officers are: Vice-presi- 
dent, Parker A. Wiggins, Springfield 
F.&M.; secretary-treasurer, William 
H. Kirchem, Marquette Casualty, and 
chairman of executive committee, 
J. Roy Pfister, Hartford Fire. 

Robert M. McFarland, Jr., regional 
director in Atlanta of Insurance In- 
formation Institute, explained the pub- 
lic relations program now being car- 
ried on by stock companies. 


O’Connor In New Post With 


American Mutual Liability 

Hal B. O’Connor has joined Ameri- 
can Mutual Liability to direct the 
newly established planning depart- 
ment which will be concerned with 
new lines and new forms. 

Mr. O’Connor had been vice-presi- 
dent of sales with Hardware Mutual 
Casualty of Stevens Point, Wis. With 
that organization 21 years, he had 
been active in underwriting, claims, 
loss prevention and sales. 


Lovell-Pascoe Buys Statewide 
Statewide Adjustment Co., which 
has been operating in 34 cities in Ohio, 
has been purchased by Lovell-Pascoe, 
adjusters of Cleveland. Thomas W. 
Betts, manager of Statewide Adjust- 
ment, has joined Lovell-Pascoe and 
will supervise the handling of claims 


formerly in the Statewide offices 
while integrating into the Lovell-Pas- 
coe organization as a staff adjuster. 
Before he was in charge of Statewide, 
Mr. Betts was with Royal-Liverpool 
group for a number of years. 


Will Service Cleveland Files 


Lovell-Pascoe will service the open 
files in the Cleveland vicinity under 
its own name but does not contemplate 
operating in any of the other cities 
listed on the Statewide roster. Files in 
those cities will be closed or continued 
by the individuals who are handling 
them. 


American Mercury To Pay 
Its First Dividend 


Directors of American Mercury have 
declared the first dividend paid stock- 
holders since formation of the avia- 
tion insurer in 1950 in Washington, 
D. C. Payment of five cents a share 
will be made on the $1 par common 
Dec. 27 to holders of record Dec. 1. 

The company, according to John F. 
Idler, president, is the only one in the 
U. S. writing exclusively aviation cov- 
erages. It was founded by Washington 
business men. 
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Harvey Retires 
From Boston Mfars. 
After 50 Years 


F. Winthrop Harvey, secretary of 
Boston Manufacturers Mutual, has re- 
tired after nearly 50 years with the 
company. He is succeeded by Edwin 
B. Pease, vice-president and secretary 
of Mutual Boiler & Machinery, who 
will conduct the corporate secretarial 
functions of both the two industrial 
insurance companies. 

Mr. Harvey joined the company in 
1911, later becoming assistant secre- 
tary, assistant vice-president and chief 
underwriter, and finally secretary. Mr. 
Pease joined Mutual Boiler in 1930 and 
was named vice-president and secre- 
tary in 1947. 

In other changes, Herbert F. Ber- 
nard, New England district manager of 
Boston Manufacturers, was appointed 
assistant vice-president. He has been 
with the company since 1948. Freder- 
ick J. Bumpus, with Boston Manu- 
facturers since 1953 and most recently 
reinsurance manager, has been named 
an assistant secretary. 
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Editorial Comment 


Unusual Talk From A Commissioner 


Insurance commissioners are usually 
discreet in their conduct and particu- 
larly in their public comments. Hence 
it is somewhat startling to hear un- 
reserved criticism of the business 
from a commissioner. 

This official declared that anyone 
would suppose that the pleasant posi- 
tion of officers of insurance companies 
and the certainty of their annual 
salaries would prompt them to use the 
keenest of their wits to secure success- 
ful results for stockholders. They do so 
in many cases and deserve praise. But 
there is another class of officers, this 
commissioner said, and there would be 
no harm in occasional effort to im- 
prove management by changes. 

The critical commissioner also raked 
companies with another broadside. He 
declared that they should not grant 
agencies and send out policies in blank 
to be used by persons who, in many 
cases, could not secure a clerkship at 
the home office, or, if they could, 
would not be permitted to accept a 
risk in the absence of higher officials. 

Finally, this commissioner said that 
just as long as companies appoint 
unworthy agents and allow them to 
issue policies, transact business and 
receive commissions, they will pay out 


Unimportant-Looking 


A reader who understandably wishes 
to remain unidentified writes as follows 
about one of those exasperating phe- 
nomena that are really nobody’s fault 
but nevertheless ought to be remedied: 

“Sometime you might wish to com- 
ment on the mail we insurance com- 
panies get from state insurance depart- 
ments. Most of the time we get attrac- 
tive letters personally addressed, signed 
in the name of the commissioner of in- 
surance followed by a personal signa- 
ture. These are concerned with details 
of our business and give us no problem. 

“Then, one day along comes a sheet 
of cheap, mimeograph paper, addressed 
to the company but not to any indi- 
vidual in the company. At the close of 
this letter are some wavy lines which 


nearly all of the funds they receive, 
starve out their stockholders and more 
or less get them into the hands of 
receivers. 

Many in the business will be out- 
raged by the latter observation and 
will wish to take issue with the critical 
official. That will not be possible, for 
the foregoing comments were made in 
1866 by Benjamin Noyes, insurance 
commissioner of Connecticut. 

Fortunately, his expressed fears of 
receivership have not often been real- 
ized in the modern era of the business. 
Mr. Noyes was speaking in another 
age and according to the light then 
available to him. 

However, he obviously made the 
most of whatever light he had, for his 
vision enabled him to see clearly al- 
most 100 years into the future and to 
spot flaws that still mar the business 
in places. 

Mr. Noyes’ observations would make 
news if they were offered from the 
typical convention platform today. But 
in all likelihood they would not be 
made in “modern” times. Today’s 
speakers have microphones and they 
can be clearly heard, but sometimes 
an echo from the past makes more 
sense, —J. N. C. 


Vital Messages 


constitute the commissioner’s name 
written in longhand but still mimeo- 
graphed. 

“This mimeographed letter will 
bounce around the company from clerk 
to clerk for several days before finally 
getting to someone high enough in the 
organization to realize that it contains 
an important directive which will call 
for the president’s personal attention as 
well as several meetings of the compa- 
ny’s executive committee. 

“Of course, by the time it gets to the 
president, the letter has been around 
for two weeks and no one has bother- 
ed to answer it. If the company is 
lucky, it will be able to acknowledge 
receipt of the letter prior to the time 
when the deputy commissioner writes 


a personal letter reminding the com- 
pany that the letter set a deadline and 
that it is fast approaching. 

“T cannot believe that this situation 
happens only in my own company.” 

We hope that by quoting this letter 
it will come to the attention of all the 
state insurance departments that send 
out these unintentionally unimportant- 
looking communications. Certainly it 
makes more sense for the insurance 
department is channeled to the right 
rective measures than for companies 
to have to set up elaborate systems 
whereby anything from an insurance 
department is channeled to the right 
officer. 

Clerks responsible for opening the 
mail are subject to a fairly high rate 
of turnover, so it is not easy to make 
sure they’ll always remember where 
to direct letters from insurance de- 
partments. The departments are in 
the best position to remedy the trouble, 
and it’s not asking too much to sug- 
gest that they do it—Robert B. Mit- 
chell, executive editor The National 
Underwriter Life edition. 





Personals 


The Minnesota Club has again drawn 
from the insurance industry for lead- 
ership with the election of Norman H. 
Nelson, vice-president of Minnesota 
Mutual Life, as president. He succeeds 
Ronald M. Hubbs, vice-president of 
St. Paul Fire & Marine. 


E. L. Mulvehill, president of Ameri- 
can Re, is recuperating satisfactorily 
from illness which has confined him 
to New York Hospital, 525 East 68th 
Street, for more than three weeks. He 
is expected to be well enough to go 
home in a week or two. 


E. D. Lawson, vice-president of the 
western department of Fireman’s Fund, 
is home recuperating from surgery. 
He expects to be back at his office 
this week. 


Walter Savage, special agent at 
Trenton of Standard Fire of New Jer- 
sey, has completed another year in his 
role as Wobo, the Fire Clown. He 
estimates that more than 3,100 children 
have seen his fire safety presentation 
in 1960. The program is comprised of 
serious fire prevention instruction in- 
termixed with comedy. Mr. Savage, 
who is also president of the Trenton 
Clown Club, believes that his clown 
presentation is adaptable to other phas- 
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es of safety teaching. Those interested 
in constructive accomplishment through 
clowning as a hobby may obtain more 
information from Mr. Savage at PO 
Box 551, Trenton, N. J. 


Deaths 


Mrs. MABEL C. DOUGLASS, 83, 
secretary-treasurer Corbin Douglass 
agency at Denver, died there. She had 
been in the insurance business more 
than 60 years, having joined Royal 
in Chicago in 1900. She and _ her 
husband, Robert H., who died in 1928, 
moved to Denver in 1910 where they 
formed their own agency, now run by 
her son, Corbin. A life-long golf en- 
thusiast, Mrs. Douglass was the meda- 
list in the first Colorado State Women’s 
Golf Championship in 1916, and for 
many years held the women’s course 
record at Denver Country Club. 





DAVID S. BENJAMIN, 84, former 
agent at Springfield, Ill., died. 
CHARLES H. JENKINS, retired 


chief engineer of Eastern Inspection 
Bureau, died at his home in Hollis, 
N. Y. after a brief illness. Mr. Jenkins 
started his career with Factory Insur- 
ance Assn. and was later with Cana- 
dian Underwriters Assn. before joining 
the bureau in 1910. He retired in 1951 
when its operations were merged into 
several eastern rating organizations. 


EDWARD V. LANKFORD, 65, Em- 
poria, Va., agent, died at his home 
there. 


DAVID H. KAUFFELT, 91, Ron- 
ceverte, W. Va., agent, died at a Clif- 
ton Forge, Va., hospital after a lengthy 
illness. 


WILLIAM P. HUFFMAN, 77, re- 
tired Kentucky state agent of National 
Fire, died at Oceana, Va. 


HARRY J. KLOSSEN, 81, vice- 
president of the H. J. Klossen agency 
of Cleveland, died. He had been a 
member of the Cleveland Board since 
1918. 


EDWIN W. McLAUGHLIN, 64, re- 
tired special agent in the arson depart- 
ment of National Board, died at his 
home in Cold Spring Harbor, N. Y. He 
had been with the board more than 30 
years before his retirement in October. 
In World War I, Mr. McLaughlin 
served with the U.S. infantry and was 


awarded the Distinguished Service 
Cross, the French Croix de Guerre 
with Palm and the British Military 


Medal for outstanding service in com- 
bat. 


C. LAWTON THOMPSON, an ex- 
aminer for the Ohio department for 
nearly 30 years, died at Cincinnati. 


MAX A. JAMESON, 73, general man- 
ager of Excise Bond Underwriters, a 
pool of 27 companies, died in the hospi- 
tal at New Rochelle, N. Y. He was dep- 
uty superintendent of New York from 
1932 to 1936. 





Hartford Accident Names 


Whatmore In Manchester 

Hartford Accident has named Ken- 
neth F. Whatmore engineer at Man- 
chester, N. H. He succeeds Everett F. 
Libby who will retire Jan. 1. 

Mr. Whatmore joined the company 
at Hartford in 1952. Mr. Libby has 
been with the company since 1930 and 
was an engineer in Maine and Ver- 
mont before assuming his position at 
Manchester. 
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Urges Marine Men 
To Keep Anti-Trust 
Exemption Intact 


Miles F. York, president of Atlantic 
Mutual, declared in his presidential 





George Inselman 


Emil O. Kratovil 


address at the annual meeting of 
American Institute of Marine Under- 
writers that the exemption from anti- 
trust laws enjoyed by the American 
ocean marine insurance business keeps 
the shipping industry from being forced 
into foreign insurance markets where 
it would have to live with discrimin- 
ation and other unfavorable factors. 
He urged marine insurers to stay with- 
in the limits of the exemptions and to 
keep the public and government of- 
ficials fully aware of the necessity for 
their preservation of the exemptions. 
His observations were prompted by 
the critical report of the Senate sub- 
committee on anti-trust and monopoly. 

Emil A. Kratovil, president Carpinter 
& Baker, was elected president to 
succeed Mr. Rork. Mr. Kratovil was also 
named president of Board of Under- 
writers of New York. George Inselman, 
president of Marine Office of America, 
was elected first vice-president. 

In discussing the senate subcommit- 
tee’s majority report, Mr. York termed 
it “decidedly unfair” and “caustic.” He 
said that some of its conclusions were 
in obvious error, as was pointed out in 
the “generally favorable” minority re- 
ports. 

Mr. York called the anti-trust law 
exemption the “Magna Charta of our 
industry” and credited it with fostering 
the development and prosperity of the 
American marine insurance field. The 
exemption is technically known as 
section 29 of the merchant marine act 
of 1920. 

Mr. York also pointed out other dark 
clouds on the ocean marine insurance 
horizon. 

1. Nationalistic legislation abroad 
has cut access to much of the export 
business; 

2. Import business has been similar- 
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lv affected—but to a lesser degree; 

3. Political struggles—such as Cuba 
and the Congo—have killed or negated 
other markets; 

4. Generally depressed shipping con- 
ditions are causing drastic reductions 
in hull values and a marked slowing 
up in replacement programs for new 
tonnage. 

Other officers named at the meeting 
are Thomas M. Torrey, resident vice- 
president in New York of North Amer- 
ica, second vice-president, and Archie 
M. Stevenson, vice-president Chubb 
& Son, treasurer. Carl E. McDowell 
was reelected executive vice-president. 

Named as directors were John T. 
Byrne, Talbot, Bird & Co.; Harold 
Jackson, Wm. H. McGee & Co., Donald 
H. Miller, American International 
Marine Agency; Raymond G. Shepard, 
Reliance, and Mr. Stevenson. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 





























135 S. La Salle St., Chicago, Dec., 6, 1960 
Bid Asked 
$ $ 

Aetna Casualty 90 Bid 
PAA FTO. coccstcriicivaee 8242 84 
American Equitable 41 43 
American, Newark 2542 2642 
American Motorists 17% 1842 
NIE . pen tndsprenisennanssrnenenmmannnties 32 33 
Continental Casualty 7842 80 
CRUD Ge PUN OGD sciccccisticissicesiniovsvsens 71 74 
Federal salen 56 57% 
Fireman's Fund 51% 52% 
General Re. 123 127 
CI TRIE schecstvcctniseseneninttclaniscpnins 35% 36% 
Great American . 46 47 
pg ner 52% 54 
RAOTOVOR csecsisviern 42% 432 
Home of N. Y. 58% 59% 
Ins. Co. of No. America 69 71 
Jersey Ins. ....... ipsacbbeneiaion 314% 33 
Maryland Cz ssualty 3742 38% 
Mass. Bonding ...... 40 412 
URUNINE BRINE seicacudrcciumnscoessoceds 106 112 
FRGRROUNRE CTI ossccccccccessceccereessccicecce 38 39 
New Amsterdam Ca 544% 552 
IUOW TRAAONIIIO .nicesccscrcsccrccsescosierse 51% 853 
North River _......... 40 41% 
Ohio Casualty 23% 24% 
Phoenix, Conn. 71%. 79 
Prov. Wash. ........ 17% 18% 
Reins. Corp. of N. 22 23% 
Reliance 54 55% 
St. Paul F. & M. 57 58 
Srwiatiola FF. Ge We... ...cccscscsessccsesseese 33%2 34% 
Standard Accident ...... 48 50 
Travelers 8542 8864 
U.S. F. & G 39 40 
ts: i IE: cneciiecinnsieadineinnis 27% = 284 
Fla. Producers Form 
Surplus Lines Unit 

Florida Surplus Lines Assn. has 


been formed by agents and managing 
general agents in the state. Member 
firms must include an individual with 
a surplus lines license. 

The new organization will determine 
ways and means of writing covers 
not readily available in admitted com- 
panies; facilitate the placing, market- 
ing and handling of business written 
under Florida surplus lines laws; pro- 
mote ethical practices, and educate 
general lines agents with regard to 
surplus lines. 

Officers of the association are Don- 
ald A. Bolton, Jacksonville, president; 
J. A. Pound, Griswold & Co., Tampa, 
and Phil C. Gallagher, D. R. Mead & 
Co., Miami, vice-presidents, and John 
N. Sewell, H. C. Hare Co., Jacksonville, 
secretary-treasurer. 

Katkalott Rejoins Sayre & Toso 

Max Kafkaloff has rejoined Sayre 
& Toso at Los Angeles to work in 
underwriting and production. He has 
had 13 years’ experience and most re- 
cently has been manager of the Lloyds 
department of Cravens, Dargan. His 
previous association with Sayre & 
Toso was at Los Angeles and Hous- 
ton. 





Insurance Stock Prices 
At Nov. 30, June 30, 
End Of 1959, Shown 


Cartwright, Valleau & Co., Board of 
Trade Building, Chicago, furnishes the 
following quotations on insurance com- 
pany stocks. The bid prices are shown 























as of Nov. 30, 1960, along with com- 
parable prices at June 30, 1960, and 
Dec. 31, 1959. 
Company 12-31-59 6-30-60 11-30-60 
yt Seen 8056 8 0 
Aetna Fire 76 79 8412 
Aetna Life ..... 8512 8012 844 
Agricultural aie 28 31 29% 
All-Am. L. & C. .......... 10 834 8Y% 
Am. Equitable 40'2 36 42% 
Am. General ........... 332 34% 30% 
Am. Home 40 43 40 
American .............. 26% 26 26 
Am. Motorists. .... 1454 13% 17% 
Am. National .............. 858 7% 7% 
Am. Reinsurance ...... 42% 43 42 
a. States. ....... a 2934 30% 25 
Bankers & Shipp pers .. 57 55 54 
Bankers Natl. Life . 19 20% 21% 
Beneficial Std. Life 15% 14 154 
Boston 33 3358 32% 
B. M. A. s 40 41% 39% 
Cal. -West. ‘States ssaees 56% 50 472 
Rp Ee 34 33% 31% 
Camm ...nssiceesscssscsse 33 34 34 
Commonwealth 21% 18% 19% 
Conn. General 354 345 398 
Camt, AGG. .ccccccc. 155 141 160% 
Cont. Cas. ..... 72 72 79% 
Continental ........0.... 54 52% 51% 
Corroon & Reynolds 143% 14% 15% 
Crown Life, Can. ........ 167 195 214 
Crum & Forster . ; 68 64 71% 
Empl. Grp. Assocs. 36 40 37 
Employers Reins. ... 53 51 6112 
Farmers Unds. 35 35 4012 
a 53% 50% 5642 
Fidelity & ‘Deposit 50 4612 47 
Fireman’s Fun4 ...... 51% 56 51% 
Franklin Life ........... 77 67 69% 
General Amer. Corp 170 146 130 
General Reins. ........ 91 99 122 
Glens Falls .................... 34 353% 3414 
Globe & Rep. 20% 19% 21% 
Govt. Employees ........ 88 78 86 
Govt. Employes Life 5934 58 61 
Great American ....... 43 43% 45% 
Gr. Am. Life Und. .... 680 640 700 
Great Southern Life 83 68 68 
Great-West Life ........ 344 345 370 
Gulf Ins. 40 37 36 
Gulf Life . 20% 185 174 
Hanover ...... 39'2 4214 42%4 
Hartford Fire 50% 48% 53 
Hart. Steam Boil 8614 75 90 
Home panitas Brewencr ress APPT 53 5414 58 
Imperial Life, Can 74 80 84 
Ins. Co. of No. Am. .. 65 64 69'4 
Interstate F.&C. ........ 15% 12% 14% 
Jeff. Standard Life .... 48% 38% 4012 
I  aaticnakscoinssecensitin 35 31% 32 
K. C.-F. & M 25 2842 33 
1 ea 7 ee 1420 1220 1260 
Lamar Life _.................. --- --- 36 
Liberty Natl. Life .... 62% 56% 582 
Life Companies ............ --- --- 11% 
iF 2. i: ee 22 16% 16% 
iF 2 3, =e 50 50% 53 
Lincoln Natl. Life .... 245 237 222 
Maryland Cas. .... 36% 35%2 3634 
Mass. Bonding 36% 41 40% 
Mass. Indemnity 39% 40 34 
Mass. Protective ...... 66 71 66 
Merchants Fire .......... 3034 31 3514 
Merch. & Mfrs. ...... 13% 12% 13% 
Midwest United .......... 36 35% 35% 
Monumental Life 57 52 5442 
National Fire ............. 142 142 105 
Natl. Life & Acc. 115 98 106% 
Natl. Old Line ......... 15% 15% 16 
National Reserve ...... 158 155 150 
National Union. ...... 36%4 35% 38% 
Nationwide Corp. ...... 37% 3212 264 
New Amst. Cas. .......... 4834 50% 5444 
New Hampshire .. 51 52 51 
Northeastern _.............. 12 12 11% 
No. Am. Life .............. 14 13% 13% 
Northern of N. Y. 4114 3934 3742 
Northern Life ............ 136 136 130 
N. W. Natl. ... 98 93 85 
N. W. Natl. Life 97 93 90 
Ohio Cas. .. Leute 2812 2314 23% 
Old Line Life ..... a 72 60 60 
Old Republic Life .... 1534 19 17% 
Old Republic Ins. 14 15% 14% 
Pacific of N. Y. 58 55 541% 
Pacific Indem. .... 215% 25 29%2 
>. RRS 22 21% 20 
Philadelphia Life ...... 435% 4912 4812 
Phoenix of Hartford 8212 78 772 
Prov. Life & Acc. 99 81 81 
Prov. Wash. ........... 20'% 20% 17% 
Quaker City Life 4634 50% 44 
Reinsurance Corp. 19 21% 22% 
Reliance ....... aes 49 53% 5432 
Republic, Dallas. aedeees 693% 55 57 
Republic Natl. Life 33 3554 33% 
St. Paul F. & M. ...... 603% 56% 57 
Seaboard Surety ...... 43 33 36 
Security  .....0.:... 42 51% 574% 
Southland Life 98 88 80 
Southwestern Life .... 60 52 49 
Springfield F. & M 305% 32%%4 33% 
Standard Acc. . ~ 5842 49% 49"4 
Standard Life ............ 60 50 50 
ch 8554 83% 86% 
United, Chicago ..... ; 33 Y% 35% 33% 
United Services Life 49 46 52 
F.&G 35 4012 387% 
2812 29% 27% 
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Company 12-31-59 6-30-60 11-30-60 


U. S. Life oY 4312 39'2 42": 


ie 
Var. Annuity Life --- --- 85 
Wash. Natl. . 56% 462 43°: 
Wis. Natl. Life ... 4012 31 2842 
Westchester 2934 29% 31% 
Western Cas. 3942 3912 40 
West Coast Life 31% 31 31 


Commercial Union-North British 
group’s Quarter Century Club held its 
annual dinner in New York with 235 
attending. Dinner meetings were also 
held by the club’s chapters at Atlanta, 
Philadelphia, Boston, Detroit, Colum- 


bus, Chicago, Minneapolis, Kansas 
City, St. Louis, Los Angeles, and San 
Francisco. 
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Thomas J. Manion 


Branch Offices: 
Alton & Benton, III. 





Manton and Hogan 


INCORPORATED 


general insurance adjusters 


3410 Board of Trade Bldg. 
Chicago 4, Illinois 


HArrison 7-2933 


Offering a combined total of 50 years experience in 
the insurance adjustment field. 


Robert T. Hogan 


Nationwide facilities 


also available 




















NERCO, employing only U.S. 
domestic capacity, specializes 
in reinsurance on a multiple- 
line basis as Underwriting Man- 
agers for a number of leading 
companies currently including: 


American Employers’ Insurance Company 


Boston Insurance Company 


National Union Fire Insurance Company 
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The Phoenix Insurance Company 
Plymouth Reinsurance Company 
Seaboard Surety Company 
Sprinatield Fire & Mar:ne Insurance Company 
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175 W. Jackson Blvd. e 
WaAbash 2-2862 


Vickery, Hoyt and Graham, Inc. EZ 


Binding authority for substantial 
limits on all risks of mortality, trans- 
portation, and accidents necessitat- 
ing slaughter...at competitive rates. 
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and Sporting Dogs... and others. 
GROUP RATES for stables, 
and for beef and dairy cattle 
not on range. 


Chicago 4, Illinois 
e Teletype CG 1-4386 








December 9, 1950 


NAIC Responds To Senate Investigations 


(CONTINUED FROM PAGE 1) 

could have their own answers, con- 
currently with whatever action the 
Senate subcommittee might take. Sen. 
O’Mahoney was able to get his pro- 
posed rating bill for the District of 
Columbia into the record before Direc- 
tor Gerber of Illinois, who headed the 
NAIC response on this issue, had a 
chance to present his report, but along 
the way there was entered into Mr. 
Gerber’s subcommittee record the pro- 
posal of National Assn of Independent 
Insurers which anticipated most of 
Sen. O’Mahoney’s recommendations. 
National Board, Assn. of Casualty & 
Surety Companies and Inland Marine 
Insurance Bureau came out at the New 
York meeting in support of the no 
prior approval rating system that will 
allow a wide range of deviations. The 
next move will be to enact some legis- 
lation, and here there could be a race. 
The O’Mahoney bill will be introduced 
in the next Congress. Director Gerber’s 
subcommittee will continue its work 
and may offer amendments to the all 
industry bill along the lines it sug- 
gested in its report last week. NAII 
is planning to introduce in a few states 
either its bill or a modification there- 
of which would incorporate compro- 
mises acceptable to the National Board. 
American Mutual Insurunce Alliance 
has not gone on record yet, but it is 
understood the head people had a few 
sessions at New York. 

NAIA Opposition Known 


National Assn. of Insurance Agents 
did not make a statement at New York, 
but the organization is known to be in 
opposition to no prior approval. The 
agents had a spokesman for their 
cause in John R. Barry, president Cor- 
roon & Reynolds group, who has con- 
sistently called attention to the agents’ 
stake in the rating formula and has 
held out for a conservative approach 
throughout all the debate that began 
with the famous M-1 report. 

NAIC conducted its business at New 
York quietly and with a minimum of 
acrimonious debate. Disappointment 
was felt in some quarters at the absence 
of the stimulating exchanges that have 
added excitement to some of the pre- 
vious meetings, but the quieter tone 
with which business was conducted by 
no means signified lack of accomplish- 
ment. Entering into the record the re- 
port of the Gerber subcommittee was 
a milestone in NAIC history. Mr. Ger- 
ber diplomatigally steered away from 
committing his committee to a theory 
of rate regulation that could cause the 
states to fly apart. He confined his re- 
port to an analysis of the nine prob- 
lems listed in his original assignment. 
The recommendation is that where 
testimony has shown the all industry 
bills to be weak or in need of repair, 
they should be amended. 

The report (details of which were 
given last week) offers a statement of 
aims and principles of insurance rate 
making and rate regulation. It goes on 
to say that there remains the need of 
developing criteria for applying these 
principles in particular cases and de- 
termining whether current proposals 
for fundamental procedural changes 
(such as the NAII’s) represent im- 
proved means for achieving those 
aims and applying those principles. 

The subcommittee states that it al- 
ready has the authority to take ap- 
propriate steps in this field. Its report 
was approved, and the next move will 
be to draft appropriate amendments 
to the model bills. 

Interesting reports were presented 
by the two committees closest to the 


federal situation—the preservation of 
state regulation committee and _ the 
federal liaison committee. 

Donald Knowlton of New Hamp- 
shire, in his report for the preservation 
of state regulation committee, com- 
mented that the final report of the 
O’Mahoney subcommittee draws un- 
warranted conclusions from the testi- 
mony given and makes statements that 
are not supported by the evidence or 
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the answers to the questionnaires on 
file. “Evidence tending to contrary 
conclusions in certain instances has 
been ignored,’ Mr. Knowlton stated. 
The critique of state regulation “falls 
short of a complete finding of the 
facts and is not confined to such find- 
ings,” and at one point it is admitted 
that the subcommittee’s purpose was 
to point out evidence indicating weak- 
ness without giving consideration to 
the strength of the state system. 

However, NAIC is not filing a state- 
ment to point out the fallacies in the 
O’Mahoney subcommittee report be- 
cause it is an expensive process and it 
is impossible to change the report any- 
way. 


Can’t Be Considered Mandate 


Introduction of the O’Mahoney bill 
in the District of Columbia and its 
passage cannot be considered a man- 
date from Congress to the states to 
pass similar legislation, and “certain- 
ly such a mandate could not be in- 
ferred from the mere passage of local 
legislation without some clear expres- 
sion from Congress that this was the 
fact,” Mr. Knowlton commented. 

F. Britton McConnell of California, 
head of the federal liaison committee, 
reported on conferences with the Fed- 
eral Trade Commission, the Depart- 
ment of Health, Education and Wel- 
fare and the Department of Defense. 

In dealings with the FTC, Mr. Mc- 
Connell said there is a smoothly func- 
tioning agreement by which informa- 
tion or inquiries received on insur- 
ance matters at the FTC are referred 
to the states at interest. This was de- 
signed to handle complaints on A&S 
advertising but in fact all inquiries of 
an insurance nature are treated this 
way. 

At the June meeting in San Fran- 
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cisco, NAIC adopted a resolution call- 
ing for a collection and collation of 
information regarding “the true nature 
and purpose of the federal social se- 
curity program.” This has been handled 
by the federal liaison committee, and 
in meetings with the Department of 
HEW, Mr. McConnell reported, it was 
explained that the interest of NAIC 
is non-partisan and non-political, and 
that no analysis or criticism of the 
philosophy or purposes of the social 
security laws is involved. Just the day 
before he left for New York, Mr. Mc- 
Connell received a memorandum from 
HEW consisting of three pages of ex- 
planation and a four-page bibliography 
and two exhibits. It was not possible to 
prepare copies for distribution at New 
York, so the assignment will be com- 
pleted by the committee and a full re- 
port submitted in Philadelphia next 
June. 


Confidential Discussion 


In talks with the Department of De- 
fense, Mr. McConnell said a revised 
draft of a proposed directive (evident- 
ly dealing with insurance sales on 
military installations) was discussed 
on a confidential basis. Elaboration 
was not possible, but Mr. McConnell 
indicated that the draft would be 
pleasing to the commissioners and 
would reaffirm the efficacy of state 
regulation. 

When the rates and rating organiza- 
tion committee met and the Gerber 
subcommittee report was made to it, 
John Barry of Corroon & Reynolds put 
in another protest. 

He said he did not feel that he 
should fail to call attention to the 
point that the rating bureaus are an 
arm of the insurance department. 
They make rates according to law, 
and if someone deviates from those 
rates the rating bureau has every right 
to be an aggrieved party. He suggested 
that the report include the statement 
that rates are made of component 
parts, some of which, principally loss- 
es, simply cannot be foreseen. 

Mr. Barry argued for stability, de- 
claring that there is a rate war now 
in progress in the homeowners busi- 
ness and it is growing in intensity. 
“Somebody is going to get hurt and 
that somebody will be the public,” he 
declared. “You (commissioners) are 
supposed to protect the public.” 


Thanked For Appearance 


Mr. McConnell thanked Mr. Barry 
for appearing, noting that he is one of 
the few company executives who make 
an appearance personally to present 
their ideas. Mr. Barry’s thesis, as Mr. 
McConnell saw it, was that the rating 
bureau makes rates by a _predeter- 
mined process, so any deviation in- 
vites comparison with the bureau rate 
as to adequacy, reasonableness and 
composition. This poses the question 
of whether it is proper for there to be 
two rates. 

Mr. Barry agreed and took the op- 
portunity to return to the microphone 
to comment that insurance could learn 
something from the race tracks. There 
all the money is put in and the state 
takes its cut from the top and redis- 
tributes what is left. “If we could do 
that,” said Mr. Barry, “take our cream 
off the top and then let the rest of 
them argue about what’s left, I 
wouldn’t be up here.” 

Vestal Lemmon said the action of 
the Gerber subcommittee is moving 
the business in the direction of prog- 
ress. NAII and the National Board 
have furnished rating recommenda- 
tions, putting 80% of the fire and 
casualty premium volume close to- 
gether on an approach to this prob- 


em. The NAII-National Board sug- 
gestions, he noted, require a com- 
plete redrafting of the all-industry 
laws. This is better in Mr. Lemmon’s 
opinion than revising the present laws. 


Requests Investigation 


Commissioner Rufus Hayes of Louis- 
iana requested that the committee in- 
vestigate the catastrophe factor in the 
EC rate formula. He explained that 
hurricane Audrey produced in his 
state more losses in one year under 
EC than in the previous nine years 
combined. The EC rate makes provi- 
sion for the catastrophe factor, but 
Mr. Hayes noted that there is no def- 
inition of what constitutes a catas- 
trophe. 

Mr. Barry had another problem for 
the commissioners—he wanted fire 
and allied statistical information more 
promptly from the National Board. 
The board is the compiler of statistics 
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in nearly every state, but Mr. Barry 
observed that material that is filed 
doesn’t come back in usable form for 
as long as 18 months. He suggested 
the states take back the compilation 
of rates so that non-members of the 
board won’t be stymied; or NAIC 
should find out why the information 
is so long in coming and take action 
to make the statistics more effective. 


More Time For Study 


A. Z. Skelding of National Council 
on Workmen’s Compensation Insur- 
ance, asked if the council could not be 
excused from compiling statistics on 
lines other than WC. The rates and 
rating organizations committee de- 
cided to take a little additional time 
in which to study the effect of such a 
change and will have an answer at 
the June meeting. 

The meeting of the committee on 
unauthorized insurance was well at- 
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tended. Almost all of the time was 
spent in a thorough explanation by 
Mr. Magnusson of the background of 
the problem and the reasons for the 
presentation of a model surplus lines 
bill. 


First Action In 1951 


Mr. Magnusson said NAIC first took 
action in 1951 when a uniform de- 
posit law was drafted for companies 
domiciled in the U. S. but not ad- 
mitted in all states and for admitted 
alien companies. Five years later, 
NAIC conducted a survey on surplus 
lines legislation. It showed there was 
no uniformity of regulation although 
some states, notably Illinois, California 
and Texas, were satisfied with their 
laws. More recently, legislation has 
been enacted in Florida and New 
Jersey, but these laws have not been 
in effect long enough for a determ- 
ination of their effectiveness and 
workability to be made. 

The survey made in 1955 and 1956 
was reported to NAIC in December, 
1957. This contained a list of 10 guid- 
ing principles which should be incor- 
porated in any surplus lines law, and 
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the report containing these provisions 
was adopted. 

When an alien non-admitted com- 
pany that did a rather large U. S. 
business failed in 1959, another survey 
of non-admitted insurance was made 
and a new committee of NAIC on this 
subject was appointed. This commit- 
tee undertook the drafting of a model 
surplus lines bill and it was sub- 
mitted to NAIC last June at San 
Francisco. A hearing on this draft was 
held in St. Louis in October, and Mr. 
Magnusson noted that an innovation 
in the business appeared there with 
the appearance of Insurance Consum- 
ers Committee, formed with the sanc- 
tion of the NAIC president. 

The bill submitted at San Francisco 
was the first draft. The one at New 
York was the third draft. In between, 
Mr. Magnusson explained, Julius Wik- 
ler, special counsel to NAIC, and 
Commissioner Donald Knowlton of 
New Hampshire made an appearance 
before a subcommittee of the Senate 
judiciary committee and had with 
them a revision of the first draft. 

There is a great deal of interest in 
the non-admitted bill, almost all of 
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it on the side of objecting. Mr. Mag- 
nusson indicated that one of the pos- 
sibilities for an alternative to a model 
law would be a review and perhaps a 
reaffirmation of the 10 principles 
promulgated in 1957. In any event, 
the committee will make a thorough 
study and intends to hear a good deal 
more about the matter before reach- 
ing a conclusion. 

In addition to the Insurance Con- 
sumers Advisory Committee, there is 
an all-industry committee which has 
as its function giving assistance to the 
NAIC in non-admitted and surplus 
lines deliberations. Robert Gilmore of 
Assn. of Casualty & Surety Companies 
is chairman of this group, the mem- 
bers being C. F. J. Harrington, Na- 
tional Assn. of Casualty & Surety 
Agents; J. R. Berry, National Board; 
C. M. Cubbedge, Jacksonville, vice- 
president NAIA; G. R. McKiever, 
Miami, president NAMIA; Arthur 
Mertz, NAII; William B. Pugh, North 
America; R. K. Richey, American 
Mutual Insurance Alliance; Barclay 
Shaw, National Assn. of Insurance 
Brokers, and Maynard Garrison, former 
California commissioner and now with 
the San Francisco law firm of Wallace, 
Garrison, Norton & Ray, counsel of 
California Surplus Lines Assn. 


Suggests Separate Discussions 


Commissioner McConnell of Califor- 
nia suggested that some of the con- 
fusion could be resolved by separate 
discussions of domestic companies li- 
censed in one or more states, includ- 
ing alien insurers licensed in one or 
more states, and alien companies non- 
admitted in any state. He pointed out 
there are procedures to deal with 
companies that are licensed in one 
state at least, but the commissioners 
have no authority over the others. 

Ambrose Kelly of the Factory Mu- 
tuals observed that NAIC may find 
the equivalent of a model bill is not 
enough, that the commissioners will 
have to go into the question of cap- 
tive companies that take a wider view 
of the situation than merely surplus 
lines regulation. 

Cameron Brown, president, George 
F. Brown & Sons, Chicago, said there 
is no member on the all-industry com- 
mittee representing those who are 
dealing directly in the surplus lines 
business. He suggested there be such a 
representative and repeated his re- 
quest after Mr. McConnell pointed out 
that Mr. Garrison represents the Cal- 
ifornia surplus lines brokers. ’ 


S. E. Cay Heads ISA 

J. E. Cay Jr., Palmer & Cay, Savan- 
nah, Ga., was elected president of In- 
surance Service Assn. at the annual 
meeting in Toronto. David S. Butler, 
Lee C. Paull, Wheeling, W. Va., is 
vice-president; Charles C. Counselman 
Jr., Riggs-Warfield-Roloson, Baltimore, 
is secretary, and Francis J. Ryan, De- 
spard & Co., New York, treasurer. 

ISA has 48 members who have a 
working arrangement to service na- 
tional and multi-state accounts. 


Phoenix Of Hartford 
Names 2 SAs In Bay Area 


Phoenix of Hartford has made two 
changes in the Bay area due to the 
resignation of Special Agent Thomas 
J. Wall. T. David Bass will supervise 
San Francisco as special agent and 
Patrick A. Leeper has been named a 
special agent to assist State Agent 
John E. Frost at San Jose. 

Watson agency of Gastonia, N. C., 
has opened a new branch in Lowell, 
ci fe es 
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Make 35% Initial 
Payment To Creditors 
Of Defunct ICT 


AUSTIN—Payment of liquidation 


dividends estimated at nearly $1 mil- 


lion to certain creditors of the defunct 
ICT Ins. Co. of Dallas, which has been 
in receivership since March 5, 1957, 
was approved last week by Judge 
Charles O. Betts in district court here. 

C. H. Langdeau, state liquidator, 
who was authorized to make the 35% 
dividend payment on claims of gen- 
eral unsecured creditors, said that 
most of the claimants are policyholders 
but that former employes and certain 
accounts, such as agency balances, are 
also included. 

The court order further established 
a reserve of 35% against all pending 
claims by unsecured creditors and for 
their payment when approved. Claims 
totaling $386,973 are pending, it was 
said. 

The court also directed that Florida 
claimants, who have previously re- 
ceived payments from the Florida 
receiver, be paid sums equal to the 
difference between their receipts and 
the authorized 35% dividend. ICT 
stockholders are far down the list of 
those who may expect some salvage, 
it was added. 


Crisp County (Ga.) Assn. of Inde- 
pendent Insurance Agents is the new 
name of Cordele Assn. of Insurance 
Agents. Newly elected officers are 
R. D. Harris president, Guy T. Cobb 
vice-president, and Mrs. Jean Lee 
Smith secretary-treasurer. 
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Faculty and student members of Butler University on two-day field trip last 
week to Insurance Information Institute offices in Chicago. Top row, from left: 
Walter G. Dithmer, regional director of the institute; David Gilliom, Gaylord 
Myers, Montgomery Parrish. Morris Profeta, Prof. Archie Nichols and Cary 
Blair. 

Middle row: Steve Challman, Richard Abbott, Robert Kitterman, Robert 
Perry, Charles Bechtold, Gary Walker and Ralph Crooks. 

Bottom row: Philip Maas, Eugene Gordon, Lewis Born, Robert Miller, Jack 
Mendleson, James Harrison and Rick Mahaffey. 

Speakers included C. N. Mullican, vice-president Fireman’s Fund; G. M. 
Lewis, assistant manager Travelers; R. J. Roth, manager Crop-Hail Insurance 
Actuarial Assn.; D. K. Weiser, manager Aetna Casualty; E. F. Gallagher, man- 
ager Chicago Board of Underwriters, and G. M. Lynch, assistant general man- 
ager Western Adjustment Bureau, all of Chicago 





Gains For Pacific Employers 

Net earnings of Pacific Employers, 
after income taxes and _ policyholder 
dividends, for the nine months ending 
Sept. 30, amounted to $469,876, equal 
to $1.24 per share. This compares with 
1959 figures of $356,540 and 94 cents. 

Net premiums written by the group, 
which includes Pacific Employers, Al- 
ied Compensation, Meritplan, Califor- 
nia Union and California Food Indus- 
try, reached a record of $25,611,436 
compared with $22,678,918 in the same 
period a year ago. 
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Lemmon Warns Of AR Legislative Action 


(CONTINUED FROM PAGE 2) 

5.6 bodily injury claims per 100 cars in 
1958. This in itself is an alarming 
figure when you consider the full im- 
plications—in the next decade more 
than half of all our so-called ‘safe’ 
drivers are going to be in accidents 
involving deaths and injuries,’ he 
stated. 

But, on the other hand, the assigned 
risk drivers had 21 bodily injury claims 
per 100 cars. Total this up for the next 
decade and it turns out that this group 
will average two BI claims for every 
assigned risk driver. 

“Clean” vs “Surcharged” 

If the charge of unfair treatment is 
to be borne out, it would seem that the 
so-called “clean risk’? driver should 
have a substantially better record than 
the surcharged driver—a record ap- 
proximating or at least approaching 
that of the ordinary driver. Unfortun- 
ately, the record of the “clean risk” 
driver is the worst of the lot. He has 
caused 22.1 bodily injury claims per 
100 cars, Mr. Lemmon noted. 

The first interest of the underwriter 
must be the solvency of his company. 
The insurance business would be in 
financial chaos if it were otherwise. 
But it just happens that the best 
interests of the company, the best in- 
terests of the policyholders, and the 
best interests of the general public in 
the matter of highway safety are one 
and the same thing. 

It is inevitable, Mr. Lemmon said, in 
treating millions of cases, that while 
most fall clearly into one category or 
another, some become borderline cases. 
The question is, can this very small 
percentage of cases be better solved by 
the present method which leaves the 
company flexible to respond to chang- 
ing circumstances both within and 
without the company? Or would it be 
better to fix a hard statutory defini- 
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tion on a dangerous driver, and remove 
from the underwriter some of the 
discretion he now exercises? 

“If the latter course were to be fol- 
lowed, there is little doubt in my mind 
that while you may placate a few 
angry citizens, such restrictions would 
add immensely to the hazard and the 
financial burden of the general public. 
It is in the public interest and in the 
interest of every policyholder that 
dangerous drivers be penalized and if 
necessary have their licenses revoked. 
And here lies the nub of the problem. 
I think it is time we stop coddling the 
small fraction of drivers classed as bad 
risks,” he said. 

The lawmakers should take a long, 
hard look at the plight of the vast 
majority of drivers and pedestrians, 
who are careful and responsible. ‘These 
are the people who need protection. 
These are the people who deserve the 
utmost concern of the Condon com- 
mittee in New York and the state 
legislatures throughout the nation. 

Is Question Of Emphasis 

It is a question of emphasis, Mr. 
Lemmon suggested. Who urgently 
needs protection? The pressing need is 
to further protect the public with 
stricter safety laws and enforcement. 
Instead of trying to hold down the 
cost of insurance to the highway men- 
ace, the legislators should be more 
concerned with getting them off the 
road. Once that is achieved, and the 
immense loss they represent is wiped 
out, competition will bring about the 
necessary adjustments for the rest of 
the drivers and many of these marginal 
cases with which are all concerned 
will be cleared up almost concurrently. 

Mr. Lemmon said one of the most 
interesting and important recent de- 
velopments in the casualty business 
has been the change of attitude by a 
number of the major rating bureau 
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companies in the direction of more 
competition in rates and forms. The / 
influx of downward rate revisions has 

caused some to express concern over 
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meet losses and expenses and make a , py 
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Bumps And Bruises | ce 


heavy industrial lines. 
FIDELITY 


3-5 years’ experience. 
Because of the expansion of our operations 
there are unusual opportunities at our New York 
Home Office for above average applicants, 
preferably with some college. We value ex- 
perience, but in this case we value even more 
a man with the potential to grow with us. 


Box V-22, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Til. 


REGIONAL SALES MANAGER 


One of the Midwest's soundest auto, casualty and fire companies is 
looking for experienced, top-notch fieldmen for eastern lowa or north- 
ern Missouri. Superior work history, resourcefulness and empathy es- 
sential. Good salary plus incentive contract, car and expenses. Advance- 
ment opportunity. Ages 30 to 45, some college or industry course train- 
ing. Write Box U-88, National Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois, today and state your qualifications. Our employees 
know of this ad. 


No one would say that a competi- {| 
tive system in any industry does not 
have its bumps and bruises. There is t 
no perfect economic system. But the | 
competitive system is the one to which 
this nation is committed, and it is the | yj 
one which has made it great. It has | jn 
proven itself superior to all other | oy, 
economic systems because it has a he 
built-in device for correction of its | be 








MARINE MANAGERS 


Expanding multiple line stock company group 
needs seasoned men to manage inland marine 
operations of large regional offices in Chicago 
and Philadelphia. Must have minimum of ten 
years experience underwriting commercial busi- 
ness and be willing to travel to help branch 
office people on the production line. 














own errors. The weaknesses of any 
non-competitive system become fixed 
and compounded, while under this 
country’s system they are eventually |  jce 
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Underwriter—Special Agent: Heavy experience 
production and enderwriting large commercial 
fire accounts. Inspection Bureau background. 
Under 40; aggressive worker, will travel; re- 
locate, any state. Reply Box V-I4, National 
— 175 W. Jackson Blvd., Chicago 4, 
linois. 


savings and coverage improvements, itse 
Mr. Lemmon stated. This is a very ] mo 
healthy development for the insurance of 
industry as a whole, and for the public. | jn, 
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Underwriter Co., 17 John Street, New York 38, N. Y. 


FIRE INSURANCE 
SPECIALIST 


!An excellent opportunity to join the 
staff of a New York Consulting Firm 
with world-wide operations. Requires 
a college graduate with a comprehen- 
sive working knowledge of all Fire and 
Marine lines and ability to analyze 
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Small Casualty Company, with expanding 
agency force, needs additional capital. 
largest agencies. Requires experience in Interested parties or companies please 
write Box V-15, National Underwriter, 175 


W. Jackson Blvd., Chicago 4, Illinois. 
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8 years experience, including field, casualty 
claims, and large agency in Dayton. Age 42, 
married, 2 years college. Reply Box V-I9, Na- 


Please mail dupli-resumes with earn- 
ings indicated, or phone W. GAIL 
CAMP, President. 
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SAFETY ENGINEER 
Insurance Company Safety Engineer wishes to 
locate in Peoria, Ill., with territory to approxi- 
mate Quincy, Springfield, Danville, Kankakee, 
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Ad Agency Men On Stage At IAC Meeting 


(CONTINUED FROM PAGE 1) 

by a single advertiser in the Saturday 
Evening Post and it is the first time 
that a complete, removable unit of 
calendar advertising pages has ap- 
peared in a major magazine. He be- 
lieves that this will be the largest 
number of calendars ever distributed. 
This will climax a busy advertising 
year for the Hartford group, which is 
celebrating its 150th anniversary. 

Mr. Benedict said that it was readily 
apparent that the anniversary year 
was not in itself a universal answer 
to all problems. The anniversary ob- 
servance quite properly looms large in 
the mind of the company and in the 
mind of the agency, but it is not very 
interesting or exciting to the public or 
even to the independent agent. Also, 
he said, the client announced at the 
beginning of the advertising campaign 
that it was more interested in the next 
150 years, but at the same time it was 
felt that a record of 150 years of serv- 
ice to policyholders could not be ig- 
nored. 

As a consequence, the anniversary- 
oriented advertising program of the 
Hartford group had three other major 
phases in addition to the anniversary 
itself. The other three were the pro- 
motion of specific coverages, the telling 
of the story of the Hartford agent, and 
finally the calendar. 


Describes Creativity 


Four advertising agency executives 
made up a panel which discussed 
creativity in advertising. The panelists 
were Sanders Maxwell, vice-president 
Fletcher Richards, Calkins & Holden, 
New York; Charles H. Gardner, presi- 
dent Remington Advertising, Spring- 
field, Mass.; Robert W. Murphy, ac- 
count executive N. W. Ayer & Son, 
Philadelphia; and James C. Brown, 
vice-president G. S. Sweet Co., Hart- 
ford. 

Mr. Gardner said he felt that the 
local agent should not only advertise, 
but also advertise the companies he 
represents, thereby tying in with the 
national advertising. 

Commenting on the tie-in between 
local and national advertising, Mr. 
Brown said the agent must have evi- 
dence of direct benefit to himself 
before he will be willing to share the 
cost of local advertising. Companies 
are searching for ways to help the 
agent with his advertising, but too 
often this is done with visual pieces 
which are incidental to the national 
advertising. 


Urges Using Market Research 


The use of market research studies 
to help stimulate theme and copy ideas 
was urged by Carl Henrikson, vice- 
president Stewart-Dougall Associates, 
New York, who said that companies 
need to learn from their policyholders 
what they know about their policy and 
its features; how they feel about their 
agents, what they consider to be the 
primary values of a particular ad- 


| vertising program, and what they con- 


sider to be its detrimental features. 
Knowing these things, an advertising 
program can be framed which will 
take advantage of all the positives 
inherent in the program and try to 
overcome the deterrents. “On the basis 
of our work in other industries and in 
the casualty insurance business we 
believe that marketing research at the 
local agent level has been too limited 
and that there are possible opportuni- 
ties to use this technique for the ad- 
vertising and the sales executives of 
Property insurance companies,” he 
Said. 


An interesting and humorous de- 
monstration of good and bad television 
commercials were given by Barrett 
Brady, senior vice-president Kenyon 
& Eckhardt, New York. He pointed out 
that advertising must be believable 
and said that surveys have shown for 
each person who finds fault with print 
advertising six point the finger at TV, 
even though identical standards pre- 
vail. The important problems in TV 
advertising are that commercials can 
go astray particularly in the areas of 
amusement, believability, and compli- 
cations. Too often, commercials at- 
tempt to trick the viewer into watch- 
ing the ad through humerous situations 
which detract from the sales power of 
the commercial, or the commercial 
sounds artificial and insincere, or it is 
over-complicated and tries to make 
too many points. 

The meeting was treated to a pre- 
view of a new study of consumer at- 
titudes toward casualty and property 
insurance just completed by Life mag- 
azine. Some preliminary data were 
presented by Jacques Negroz, who said 
the completed report would be ready 
in five or six weeks, at which time it 
will be available to the public. 


Says Insurers Have Duty 
To Explain Rate Change 


(CONTINUED FROM PAGE 1) 
tional right to speak out to its publics, 
and to explain its policies and actions. 
Other regulated industries—the rail- 
roads, the electric power companies, 
and particularly the telephone com- 
pany—enjoy broad freedom in their 
efforts at public communication.” 

The function of III is to create more 
effective public understanding of the 
principles that govern insurance of 
all kinds except life and A&S, Mr. 
Bateman explained. “This objective 
naturally encompasses the problem of 
improving public understanding about 
rates and rate levels.” 

Mutuality Of Interest 

The companies have a mutuality of 
interest with the commissioners in the 
responsibility of justifying rate changes, 
and Mr. Bateman said there is no short 
cut to good public relations on this 
point. Full and frank disclosure of facts 
about rates and rate changes is es- 
sential to the creation of public under- 
standing and acceptance of rate ad- 
justments, he added, and “the insur- 
ance commissioners and their com- 
panies share equally in the responsibil- 
ity for educating the public, and they 
have equal responsibility for speaking 
out as the occasion may require.” 

American Foreign Insurance Assn. 
has moved its Los Angeles office to 
3400 West Sixth Street. 


Bowser Retiring As 
Zurich Head At N.Y. 


William E. Bowser, deputy U.S. man- 
ager of Zurich in charge of New York 
operations, will re- 
tire Dec. 31 after 
36 years with the 
company. Roland 
P. Richards, resi- 
dent secretary 
there, will assume 
management at 
that time. He will 
be assisted by 
Richard J. Waters, 
resident assistant 
secretary, who will 
be responsible for 
sales and market- 
ing, fire, and boiler and machinery. 

Mr. Bowser joined the company in 
1924 as a clerk at Chicago. In 1950 he 





William E. Bowser 





Roland P. Richards Richard J. Waters 


became assistant U. S. manager for 
underwriting and in 1956 deputy U. S. 
manager at New York. 

With the exception of five years with 
the FBI, Mr. Richards has been in in- 
surance since 1933. Prior to going with 
Zurich, he was with Hartford Accident. 
He became resident secretary last Au- 
gust. 

Mr. Waters joined Zurich in 1957, 
having previously been with Oregon 


Oct. Traffic Deaths 
Highest Since 1955 


October traffic deaths numbering 
3,680 were the highest since 1955 ac- 
cording to the National Safety Coun- 
cil. The October toll, up 7% over Oc- 
tober, 1959, raised the 10-month death 
total to 31,120, a 2% increase over the 
1959 10-month toll of 30,660. 

Despite the 2% increase in deaths, 
the mileage death rate (number of 
traffic fatalities per 100 million miles 
of travel) after 10 months of 1960 was 
a record-low 5.3, same as in 1959 at 
that time of year. 


Iowa ARs To Take 
Uniform Rates Jan. |! 


Commissioner Timmons of Iowa has 
ordered, following a public hearing, a 
uniform rate for assigned risks, ef- 
fective Jan. 1. The rate will be Nation- 
al Bureau plus 25%. Companies are 
ordered to make new filings, but 
Manager Robert L. Hilton of the AR 
plan explains that a reference filing 
will be sufficient. 


SE NAIIA SGesnbers To Meet 


The southeastern region of National 
Assn. of Independent Insurance Ad- 
justers will conduct its annual meeting 
Jan. 15 at Atlanta. The members will 
be host at a cocktail party for company 
claim managers the evening before at 
the Dinkler-Plaza Hotel. 


Travelers Research Center has been 
formed as a non-profit, non-stock 
corporation by a group of scientists 
formerly on the staff of Travelers 
weather research center. 





Rating Bureau and National Union 
Fire. He was manager at Seattle be- 
fore becoming resident assistant sec- 
retary at New York last August 








ON INDEPENDENCE SQUARE 


Booth, Potter, Seal & Co. 


Public Ledger Building 
Philadelphia 6, Pa. 
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Horse Mortality Insurance 
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CAREFUL PLANNING 


which produces your able 
service to policyholders 
has its parallel here at 
Employers Re, where ex- 
actly right treaties are 
built to round out your 
capacity and security. 


Our service extends to all 
corners of the 


MULTIPLE LINES. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
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